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PRESIDENT’S COMMITTEE: It meets personally with employees (See page 29) 


This Month: 


NEW STEP IN STAFF RELATIONS by William G. Rabe 


A PLAN FOR CHRISTMAS CLUB ACCOUNTS by Vernon C. Bartels 


CASE STUDY OF A REVITALIZED COUNTRY BANK by Harry E. Rogier 
































That’s a gun worth owning! 


In any set of circumstances fine appearance correctly combined with sub- 
stantial utility never fail to earn respectful approval. Check papers are no 
exception. The quality-look and feel of La Monte Safety Papers have long 
been recognized in the Banking world. Both in this country and abroad 
these fine papers have provided bankers not only with maximum safety but 
also with a well understood advertising advantage. Why not ask your lithog- 
rapher to show you samples or write us direct. 





7 A Check Paper All Your Own 


Thousands of banks and many of the larger corporations use La Monte 
Safety Papers with their own trade-mark or design made in the paper 
itself. Such inpivinuaALizeED check paper provides maximum protection 
| against both alteration and counterfeiting—makes identification positive. 
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Finance Forums 

Sirs: There has been considerable dis- 
cussion in various financial publications 
about the merits of finance forums. To 
check our own opinions and experience 


2nd STATISTICAL REPORT 
WOMEN’S FINANCE FORUMS 


to the 
FINANCIAL PUBLIC 
RELATIONS ASSOCIATION 





with these forms, we have again sur- 
veyed the subject and have published our 
findings in a second statistical report to 
the Financial Public Relations Associa- 
tion. 

Some of our conclusions and recom- 
mendations may be controversial, but 
they are based on experience and fairly 
wide research. 

MILDRED F. May, Assistant Cashier, 

Valley National Bank, 

Phoenix, Arizona 


° ° a4 


$2.000 Ribbon 


Sirs: A $2,000 ribbon, made up of 20 
$100 bills, was used at the opening cere- 
mony of our permanent West Springfield 
branch which replaced a temporary 
structure. 

We held no open house but announce- 
ments were issued to the general public 
inviting them to visit and inspect the 
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new quarters. We picked a Thursday for 
the opening day to emphasize our Thurs- 
day evening hours. Orchids, from Hono- 
lulu, were distributed to the ladies, spe- 


cial matches to the gentlemen and vari- - 


colored balloons and lollipops to the chil- 
dren. 

Shown in the picture are, left to right, 
Harold Brickson, supervisor of branches, 
Roger DeRaleau, assistant manager and 
Clayton F. Moon, branch manager. 

ALLAN F. BRIDE, 

Public Relations Director, 

Union Trust Company, 

Springfield, Massachusetts 
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Housewarming Souvenir 
Sirs: If you ever have tried to settle 
on a popular selection for a housewarm- 
ing souvenir, you know how exceedingly 
difficult assignment it can be. 
From a most unexpected source we re- 
ceived a suggestion that has proved to 














be extremely popular with everyone. A 
local nursery that specializes in the mass 
growth of water plants—such as philo- 
dendron cordatum, pothos wilcoxii, dief- 
fenbachea picta and green gold nephthy- 
tis—offered to supply us with indivdually 
potted, wrapped and labeled plants for 
less than 25 cents each. The plants come 
in moisture-proof cellophane bags and 
can be left in the bags for weeks without 
watering. 

We have given these plants away at 
the opening of two new offices so far this 
year, and intend to increase our orders 
for the opening of two more by the end 
of the year. 

CHARLES A. ROBINSON, Vice-President, 

Delaware Trust Company, 

Wilmington, Delaware 
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Trips for Students 

Sirs: For the past five years our bank 
has sponsored trips for the agricultural 
students of our Utica, Ohio, high school. 
On October 14, we took a group to Cleve- 
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land for visits to the Cleveland Stock 
Yards, to the Swift & Company plant 
and to the Federal Reserve Bank. Twen- 
ty men and women and 45 students were 
in the party. 

The trip was planned to include the 
stock yards and packing plant since the 
young people are interested in livestock. 
Luncheon was served at the Federal Re- 
serve Bank and dinner was arranged at 
the Oberlin Inn on the return trip by 
Paul A. Warner, president, Oberlin Sav- 
ings Bank. 

It occurred to us that you might like 
to make this information available to 
other country banks who, like ourselves, 
might be interested in livestock. 

DWIGHT M. WARNER, President, 

The Utica Savings Bank, 

Utica, Ohio 
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TRENDS IN FINANCE 








Loan Rate Trend 


Rumors have been afloat that the 
prime loan rate might be raised. Many 
bankers doubtless would like to see this 
move. Some feel it is inevitable. A few 
fear the loan demand this fall may not 
be strong enough to justify the jump. 

Some bankers have also expressed 
concern that a rate hike would send 
borrowers to insurance firms, but a Wall 
Street Journal survey on this subject 
discounts such a possibility. For one 
thing, insurance officers point out that 
their companies are already pretty fully 
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Geographical variations 


invested and are not out looking for a 
lot of new business. Moreover, one in- 
surance official stated that “if banks 
raise their rates, we’ll raise ours, too.” 
A further increase in the prime loan 
rate would move it still further above 
the Federal Reserve discount rate. While 
an increase in the discount rate almost 
certainly would set off some move in 
prime loan rates, there seems to be no 
clear indication that the Federal Reserve 
is seriously considering such a change. 
On September 24 before the National 
Association of Supervisors of State 
Banks, Governor Szymezak indicated 
that the Federal Reserve was depending 
on the traditional reluctance of banks 
to stay in debt for long to guard against 
excessive use of discount facilities. 
Modifying factors. Changes in the pub- 
licly announced prime rate are not, of 
course, always followed closely in actual 
lending practice. Competition may set 
in if the rate is higher than the real 
factors of the market will support. And 
then, of course, there is not exact agree- 
ment as to what constitutes a “prime” 
loan. Many loans are made well above 
the prime loan rate and a few, so it is 
sometimes rumored, are made below it. 
For several years the Federal Re- 
serve has been collecting figures of the 
actual rates charged on new loans from 
banks located in 19 leading cities. The 
figures cover a 15-day period each 
quarter in the months of March, June, 
September, and December. The statistics 
are limited to business loans but cover 
loans of various sizes. The largest size 
group reported in this series, the loans 
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over $200,000, are probably closest to 
the loans considered “prime.” The only 
evident shortcoming of the figures is that 
the results are available only after a 
considerable delay. 

Geographic variations. The _ results 
shown by these figures sometimes vary 
considerably from those that would be 
expected from consideration of just the 
prime loan rate. For example, these 
figures show that “prime” rates vary 
greatly in various parts of the country. 
Nor do the rates always move together. 
Bank loan rates have continued to ad- 
vance during 1952 at the 11 southern 
and western cities even though there 
was no change in the 3 per cent prime 
loan rate from December, 1951, through 
the end of September, 1952. This is 
shown in the accompanying chart. 

“These rate increases should result 
in a considerable further improvement 
in bank earnings,” predicts Roland I. 
Robinson, professor of banking at North- 
western University, who adds, ‘While 
higher rates show up in earnings with a 
considerable lag, the recent advances 
have been so marked that they almost 
certainly should be reflected in the 
operating results of the second half of 
1952. The seasonally higher loans of that 
portion of the year should also support 
the profit returns.” 
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Federal Savings Banks? 


That mutual savings banks in New 
York, blocked in their expansion pro- 
grams through state restrictions against 
branches, are toying with the idea of a 
Federal charter was a significant com- 
ment made recently by Robert M. Cath- 
arine, president of the National Associa- 
tion of Mutual Savings Banks and presi- 
dent of the Dollar Savings Bank of New 
York. 

Mr. Catharine has pointed out that 
federal savings and loan associations 
now have greater latitude in establishing 
branches and in borrowing to meet tem- 
porary situations through the Federal 
Home Loan Bank Board. He urged State 
bank supervisors to review their policies 
to see if adjustments are in order. 
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Talk of the Dollar 


Let’s stop talking so much about infla- 
tion. As a concept it is hard to person- 
alize and is apt to confuse the average 
person. As a word it has lost its punch, 
Instead, let’s talk and write more about 
what is happening to the dollar. People 
see dollars; they feel them; they hoard 
them or put them in banks. 

This was the constructive suggestion 
advanced by Harold Stonier, executive 
vice-president of the American Bankers 
Association, speaking recently before 
the savings bankers of Connecticut. 


“The average person can be made to 
see, I think, what has happened to his 
dollar; how its trading power is deterio- 
rating; and that that power is not to be 
restored until he, the average citizen, is 
willing to do something about it,” Mr. 
Stonier declared. 

Just how strong do we want the dollar 
to be? When it has a very high pur- 
chasing power there are likely to be 
bread lines and relief rolls. On the other 
hand, when it is deteriorating it is 
usually accompanied by high taxes that 
destroy incentive. The “best dollar,” Mr. 
Stonier said, has had a purchasing power 
of 80 to 110 cents. “Such a dollar indi- 
cates flexibility in the economy, prog- 
ress, and a minimum of waste,” he added. 
“Such periods are generally .accom- 
panied by fair wages and a substantial 
rate of savings.” 

The chart below, taken from the Octo- 
ber 16 Business Bulletin of The Cleve- 
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The ideal: 80 to 110 cents 


land Trust Company, shows today’s pur- 
chasing power of the dollar far below 
the ideal range, having dropped from 86 
cents to 52 cents in the past ten years. 
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Transfers by Facsimile 


Our financial mechanism becomes ever 
more automatic. Transfers of more than 
a billion dollars a day between the Fed- 
eral Reserve Bank of New York and 15 
large New York City banks are now 
flashing automatically in picture form 
over a new intra-city fascimile telegraph 
system. 

To handle these transfers a new sys- 
tem called Intrafax was officially placed 
in operation by Valentine Willis, vice- 
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What 
Every Investor 
Should Know 
about his 
Investments... 


This isn’t all you should know by any 
means. But we find that any number 
of people have trouble even with these 
fundamental questions about their in- 
vestments. 


For instance .. . 


® Can you list the stocks you own... 
the number of shares . . . the prices 
you paid? And how about bonds? 


®@ Do you know what your investments 
are worth today . . . what dividends 
they pay ... whether they return you 
3%, 5%, 7%, or what? 


@ Would you say your program is specu- 
lative, conservatives or a mixture of 


both? Should it be? 


@ Is your investment objective capital 
appreciation, liberal dividends, or pro- 
tection of capital? 


@ Are you sure the securities you own 
really suit that objective . . . are the 
best that are currently available? 


@ Have you checked during the past six 
months on the performance of these 
companies—their recent financial rec- 
ord, their prospects for the future? 

If you’re not sure of the answers—and 
want to be—perhaps we can help. 


Our Research Department will be 
glad to review your present invest- 
ments, mail you an orderly, objective, 
and easy-to-read analysis of just what 
your program looks like to us. 


There’s no charge for this service, 
no obligation. 


If you think it might help, simply 


write to— 


WALTER A, SCHOLL, Investment Inquiries 


MERRILL LYNCH, 
PIERCE, FENNER & BEANE 


70 Pine Street, New York 5, N. Y. 
Offices in 103 Cities 
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At left, Valentine Willis of New York “Fed”, with George Little of Western Union 


Money transfers flashed automatically by facsimile transmitter 


president of the Federal Reserve Bank 
and chairman of the Federal Reserve 
System’s subcommittee on collections, 
and George P. Little, general manager 
of the Western Union Telegraph Com- 
pany, from which the network is leased. 

The banks now equipped with facili- 
ties for direct, two-way fascimile com- 
munication with the Federal Reserve 
Bank are: Bank of the Manhattan Com- 
pany, Bank of New York, Bankers Trust 
Company, The Chase National Bank, 
Chemical Bank & Trust Company, Corn 
Exchange Bank Trust Company, The 
First National Bank, The Hanover Bank, 


| Irving Trust Company, Manufacturers 


| Trust Company, 





Trust Company, The Marine Midland 
Trust Company, J. P. Morgan & Co., The 
National City Bank, The New York 
and The Public Na- 
tional Bank and Trust Company. 
Electronic “eye.” The New York City 
banks have been using messengers to 
carry requests and advices back and 








Desk machine receives picture 


forth. The new system is expected to 
provide greater speed and a more even 
flow of work involved in handling more 
than 1,000 transfers daily. Fascimile 
transmission of a transfer request or an 
advice takes two and a half minutes. 

To make a money transfer, often mil- 
lions of dollars in a single request, the 
necessary instructions are filled in on a 
special form and signed by an authorized 
official. The form is then placed on a 
metal drum, which is put in a facsimile 
transmitter. Here the form is whirled be- 
fore a tiny electronic “‘eye,” which sends 
an exact picture of the form. 


The receiving bank gets the picture on 
a miniature facsimile telegraph machine, 
called a Desk-Fax, simply by pushing a 
button to open the receiving circuit in 
response to a light signal. 


° ° ° 


Finance Company 
Borrowings 


Consumer finance companies seeking 
to strengthen their capital structures and 
provide funds for growth and expansion 
were advised at the recent annual con- 
vention of the National Consumer 
Finance Association to consider the 
capital funds market available in their 
own communities. 

In making the suggestion, Richard E. 
Meier, president, Interstate Finance 
Corporation, Evansville, Indiana, said 
that while it is difficult to single out one 
type of financing that best meets re- 
quirements for additional capital, subor- 
dinated debt is a real value to medium 
and smaller size companies that do not 
want to expand their common and pre- 
ferred stock issues through widespread 
sales to the general public. In many 
cases, he added, subordinated debentures 
have been more salable in local com- 
munities than preferred stock. 

Long term borrowing is becoming an 
increasingly important factor in the con- 
sumer finance field, Mr. Meier continued. 
Some of the larger companies have ex- 
panded their working funds in this direc- 
tion to such an extent that their long- 
term debt now far exceeds their open- 
market and unsecured note borrowing 
from banks. 
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Stock Rules Assailed 


To counteract a slackening in stock- 
trading volume, G. Keith Funston, presi- 
dent of the New York Stock Exchanges 
has urged a lowering of margin require- 
ments and a shortening of the holding 
period for long term capital gains to 
three months, from the present six- 
month period. 

Mr. Funston asserts that Wall Street 
and the New York Stock Exchange are 
tired of their 20-year role as the govern- 
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“Our collection Items? Weve used 
Bankers Trust tor about 20 years, Harry. 
Did you know rhey microtilm all transit 
/fems payable outside of New Vork for 
their correspondents’ protection 








































LUGH-SPEFD collection service through Bankers Trust 


Where collections are concerned, it’s 
accuracy, speed and dependability 
that count. 

When your bank sends its checks, 
notes, drafts, trade acceptances and 
bills of exchange to us for collection, 
you receive prompt and dependable 
service—twenty-four hours aday. All 
transit items payable outside of New 
York are microfilmed for your 
protection. 

Modern, high-speed equipment, 
plus careful work by experienced 
personnel, insure that your bank ob- 
tains the proceeds of its collection 
items with maximum speed. 
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To further minimize delay, you 
are invited to write us with a view 
to securing full benefit from mail 
and express schedules— both rail and 
air. 

In addition, our experienced Col- 
lection Department receives millions 
of coupons and bonds for collection 
every. year. No matter how great our 
volume may be, particular attention 
is given to items that require special 
handling. Coupons and bonds are 


BANKERS TRUST COMPANY 
NEW YORK 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 


examined to expedite presentation 
and minimize “returns.” 

Through our experienced Foreign 
Division, we can also give you fast 
collection service on your foreign 
items. 

For full information on the col- 
lection service in which you are 
interested, please write Banking 
Department, Bankers Trust Com- 
pany, 16 Wall St., 
New York 15. 











ment’s “whipping boy.” He charges that 
the pendulum of regulation has swung 
too far, with the result that the raising 
of new venture capital and the Stock 
Exchange’s usefulness as a national mar- 
ket place have been impaired. 

Pointing out that all other credit re- 
strictions now existing are far below the 
75 per cent margin requirement in the 
purchase of securities, Mr. Funston 
terms this discriminatory and declares: 
“I am advocating a margin rate of 40 to 
50 per cent, a rate which has some rea- 
sonable relation to values involved and 
the amount of credit actually being used 
in the market, rather than one calculated 
on a curious slide rule used in Washing- 
ton.” 
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Sales Financing 


Two distinct contributions toward a 
better understanding of the functions of 
sales finance companies in our economy 
are traceable to Commercial Credit 
Company, of Baltimore, which has spon- 
sored two outstanding publications on 
the subject. 

“Helping America Buy What It 
Wants” tells the story of Commercial 
Credit Company itself, looking back over 
the past 40 years during which interval 
it has become one of the largest financial 
institutions in the world, with capital 
and surplus of more than $125,000,000. 
Of particular interest are the sections 
dealing with C.C.C.’s pioneering in the 
fields of non-notification accounts re- 
ceivable financing and automobile finan- 
cing. Also noteworthy is the information 
on the Company’s borrowing policies and 
financial structure. 

Chronicling the rise of the entire in- 
dustry is an 87-page monograph titled 
“The Role of the Sales Finance Com- 
pany in the American Economy,” by Dr. 
Clyde William Phelps, Head of the De- 
partment of Economics, University of 
Southern California. The author sees 
ahead a period of highly competitive con- 
ditions and of elimination and consolida- 
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STUDIES IN CONSUMER CREDIT, No. t 








For a better understanding of a specialized financial function 


tion similar to that of the ’Twenties. In 
this forthcoming fray Dr. Phelps sees the 
big national sales finance companies 
possessing many advantages: a larger 
risk capital base than banks, a more 
liberal policy in meeting the credit needs 
of dealers and consumers, an integrated 
financing service all the way from the 
producer to the consumer, remarkable 
fluidity and flexibility of policy, long ex- 
perience, and the efficiency that results 
from specialization. 
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Bank Stock Boom 


The Chase National Bank announce- 
ment of its dividend increase on Sep- 
tember 24 set off a strong advance in 
bank share prices. The share prices of 
several leading banks started to ap- 
proach reported book value for the first 
time in many years. Some observers in 
the market thought that this announce- 


ment might precipitate a number of 
other dividend increases. 

The approach of bank stock prices 
toward book value might encourage 
more open market sales of bank shares. 
Some banks have felt the need for more 
capital but have hesitated to sell new 
shares at a discount. It was not only 
unfair to existing shareholders; such 
sales often overburdened the market for 
the shares of the issuing bank. 

The book values of many bank shares, 
however, fall far short of reflecting full 
value. Hidden reserves of some banks 
are sizeable. Furthermore, some banks 
would still hesitate to sell added shares 
until better assured of continued high 
earnings. 

Perhaps the happiest part of the boom 
in bank shares has been the report of 
continued movement of bank shares into 
investment company hands. The pro- 
fessional analysts of these companies 
have long recognized the merit of bank 
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Since the Turn of the Century... 


... one of the most phenomenal records 
of progress is that achieved by the automo- 
bile industry. 


Our record of writing physical damage 
insurance for financial institutions is equally 
outstanding. We invite your inquiries as to 
how we can serve the needs of your institution, 


AUTOMOBILE COVERAGES ALLENTOWN, PA. 
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shares but some have hesitated to buy 
bank shares because of poor current 
yield. Now that is being remedied in 
part. 
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Trailer Loan Guarantees 


Discussions are said to be underway 
between bankers and trailer coach manu- 
facturers on some method of “insuring” 
or otherwise guaranteeing loans on resi- 
dential trailers. 

On the one hand, the banks would like 
protection against the occasional “skip” 
or conversion of collateral which the 
mobility of the trailer facilitates. And, 
the trailer makers recognize that if they 
can devise a method that will make 
lower-cost bank credit generally avail- 
able on their products, it will serve to 
broaden the market. 

Several plans for attaining these twin 
objectives are under consideration. It is 
said that most attention is being given 
to a proposal of applying FHA Title I 
frinciples to trailer financing, with 90 
per cent of the risk underwritten by a 
fund set up by the trailer manufactur- 
ers. Another plan provides for location 
and repossession of vehicles registered 
under the program through a corpora- 
tion set up by the manufacturers, with 
provision for resale where the dealer 
fails to repurchase the _ installment 
paper. 
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Credit Letter Booklet 


On the theory that credit executives 
must think in terms of sales and more 
sales, if the present level of prosperity 
is to be maintained, the New York Credit 
& Financial Management Association 
has recently published a 36-page booklet 
entitled “Credit Letters That Increase 
Sales.” 

Many examples. This copyrighted book- 
let, which is being distributed to associa- 
tion members, contains suggested letters 
covering virtually every phase of sales 
promotion. In addition to sample letters 
welcoming new accounts, there are sug- 
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@ Take any of the many fields of opportunity to be 
found in Canada: horizons are broad; the future 
promising. American banks and business firms who 
wish to explore them fully are invited to channel 
their activities through The Royal Bank of Canada. 
A network of over 700 branches offers complete 
banking facilities ... nation-wide, up-to-the-minute 
information on all business and industry. 


Over 770 branches in Canada, the West Indies, 
Central and South America; New York, London, Paris. 


NEW YORK AGENCY: 68 William St., N. Y. 5 
HEAD OFFICE: MONTREAL 





ANK 


eee 
ct 





THE ROYAL B 
OF CANADA 


“A Big Bank Serving A Big Country” 





TOTAL ASSETS EXCEED $2,500,000,000 
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SCHEDULE 1 


Carried im Steck by Cadwalledes & lokosen, lec. 225 W. Huron St, Chicege 10, Bi 
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*INCLUDE UNDER CURRENT LIABILITIES DEBTS DUE WITHIN 12 MONTHS 
LIFE INSURANCE 
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Castle and Hogs Insured for 
Fire Insurance on Grain 





FARM MACHINERY, AUTOS, TRUCKS, TRACTORS & OTHER EQUIPMENT 





NOTES, MORTGAGES AND LOANS PAYABLE 





1 rent_____actes from_______.at « rental of $....__cash per acts, 1% com, ._._.% grain, per year. 


~~... Fire Insurance on Buildings eee 


Dasctiption & Location of Property Title in Name of 





Have you ever made « compromuse settlement with creditors or been adjudged bankrupt? 
Are any mits, judgments or litigation pending either for or agains you? 


The undersi; hereby represents and guarantees that the f img statement is in all respects true and correct. In the 
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being fire duly sworn on oath, deposes and says that he is the person who signed the above and 
foregoing instrument, that he hes read che contena thereof, both wrimen and printed matter, and that same 
of. 


Subscribed and sworn to before me this___day 










Notary Public. 





New statement form for farmers developed by committee of Robert Morris Associates 


gested letters on such subjects as con- 
gratulating customers who have moved 
to new quarters, who have been pro- 
moted, who are celebrating anniversaries, 
etc. Other letters indicate to the credit 
executive how he can bring in new busi- 
ness, encourage customers to increase 
their orders and to take advantage of 
discounts. There are letters to inactive 
accounts and letters drawing customers’ 
attention to new products and services. 

Accompanying the 25 various types 
of letter examples are helpful remarks 
and suggestions on their use. The book- 
let also cites 10 simple tests or questions 
to ask, in predetermining whether a 
given letter will have the desired effect. 
It is further advocated that credit execu- 
tives study an important list of ‘‘don’ts” 
given in the manual. 

Copies of “Credit Letters that In- 
crease Sales” are available to non- 
members at $1 a copy. They may be 
obtained from the headquarters office 
of the New York Credit & Financial 
Management Association, at 71 West 
23rd Street, New York 10, New York. 


_- . * 


Farm Financial Statement 


From the Forms Committee of Robert 
Morris Associates comes another con- 
tribution to banking—this time surpris- 


ingly enough a financial statement for 
farmers. 

While association membership is pri- 
marily among the larger banks having 
specialized credit facilities, the commit- 
tee had received numerous requests for 
an agricultural form not only from 
Associates in rural areas but also from 
some of the metropolitan banks. 

Schedules provided. In designing the 
form, reproduced above, the committee’s 
objective was to make it simple yet 
sufficiently comprehensive to provide 
essential data. The financial statement 
blank was limited to the two sides of a 
single page, to make it appear less 
formidable to the farmer. It was decided 
that a relatively short and uncompli- 
cated balance sheet supported by 
schedules covering the principal items 
comprised the most workable arrange- 
ment. Since farm operations vary con- 
siderably throughout the country, blank 
lines have been provided for crops and 
livestock not listed in print. 

Readily available. The agricultural 
statement form is carried in stock by 
Cadwallader & Johnson, 225 W. Huron 
Street, Chicago 10, Illinois, and it will 
gladly quote quantity prices. 

Chairman of the Forms Committee is 
Edward R. Droppers, vice-president, First 
Wisconsin National Bank of Milwaukee. 
Other members are: Hilmer O. Benson, 


vice-president, National Boulevard Bank 
of Chicago; James A. Burke, assistant 
vice-president, First National Bank of 
Chicago; Lambert W. Bredehoft, assist- 
ant vice-president, Harris Trust and 
Savings Bank, Chicago; Frank T. Fitz- 
gerald, assistant vice-president, City Na- 
tional Bank and Trust Company of 
Chicago; Albert C. Gericke, Federal Re- 
serve Bank of Chicago; George E. 
Jacobsmeyer, American National Bank 
and Trust Company of Chicago; and 
Charles G. Wilson, assistant cashier, 
Continental Illinois National Bank and 
Trust Company of Chicago. 
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Mortgage Loan Outlook 

Will the dropping of Regulation X 
cause a building and mortgage lending 
spurt? 

The concensus of opinion is that 
easing of the credit checkreins is not 
likely to have a marked effect on resi- 
dential housing activity, but that com- 
mercial building may rise considerably 
as a result. 

It is believed that on residental hous- 
ing lenders may be slightly more flexible 
about terms, but in general will hew 
quite closely to the requirements of “‘X.” 

This is not expected to be so true in 
the case of commercial building, which 
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observers contend was especially ham- 
strung by the 50 per cent down payment 
restriction. 
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American Stock Exchange 


After January 5 the New York Curb 
Exchange will be no more—in name, 
that is. 

Thereafter the mart will be known as 
the American Stock Exchange. Accord- 
ing to Edward T. McCormick, president 
of the Curb, the action is being taken 
because the present name “is no longer 
indicative of our standing in national 
and international economics.” At pres- 
ent 871 stock and bond issues valued at 
$18 billion are listed on the Exchange, 
including 170 issues of foreign origin. 
A more descriptive name was held to 
be important in view of the drive of 
the securities industry to expand the 
circle of investors to include many in- 
dividuals who have never owned cor- 
porate issues. 

The Curb’s present name dates back 
to 1929. It was adopted eight years 
after the predecessor New York Curb 
Market moved from its outdoor home 
on Broad Street into a building at the 
present site. The old outdoor market 
had previously moved about downtown 
streets for many years. 
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World Bank Story 


Largely in terms of pictures, with 
brief text, the International Bank for 
Reconstruction and Development tells 
an engrossing story of its operations in 
member countries throughout the world. 

Excellent photographs’ graphically 
portray the many constructive projects 
being financed by the bank. The copy 
discusses some of the specific economic 
problems of the different nations. 

The brochure is of interest not only 
for the information provided to inves- 
tors and others, but also as an idea 
example to private lending institutions 
that might similarly want to publicize 
the benefits of their credit activities. 


Outstanding pictorially 











November, 1952 








"St. Louis Terminal 
Field Warehousing Was 
the Answer to Our 
Inventory Loan” 


Wish inventories on a high level, there are more 
opportunities today for sound field warehouse loans. 
Many of your customers are likely to need extra capital. 


You can help them turn inventories into liquid assets. 


For details on how St. Louis Terminal’s experienced men 


can help you, write, wire or ‘phone the office nearest you. 


ST. LOUIS TERMINAL WAREHOUSE CO. 





one Olan More Than a Quarter Century of Warehousing Service 
2 
a : Executive Offices: ST. LOUIS 2, MO., 826 Clark Ave. 

CHICAGO 3, ILL. ATLANTA, GA. HOUSTON 2, TEXAS 
First National Bank Bldg. Healey Bldg. West Bidg. 
KANSAS CITY 6, MO. MEMPHIS 3, TENN. LUBBOCK, TEXAS 
Waldheim Bldg. Sterick Bldg. Lubbock National Bank Bidg. 

° CINCINNATI 2, OHIO DALLAS 1, TEXAS NEW YORK, NEW YORK 

4 menci™ Carew Tower Construction Bidg. 37 Wall Street 
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THE NATIONAL CITY BANK 
OF NEW YORK 


Head Office + 55 WALL STREET + New York 


67 Branches in Greater New York 


57 Branches Overseas 





Statement of Condition as of September 30, 1952 








ton - we? 
ASSETS 

Cash, Gold and Due from Banks............. 

United States Government Obligations........ 

Obligations of Other Federal Agencies........ 

State and Municipal Securities......... 

Other Securities . at 

Loans and Discounts. er 

Real Estate Loans and Securities. 


Customers’ Liability for Acceptances. . cy aewews 
Stock in Federal Reserve Bank.............. 
Ownership of International Banking 
CEE, be etencecaeveewteeneeeee ee 
Bank Premises. kes aoa 
Items in Transit with Branches. sas blige dn ae pce ae @ t 
ns cle paaes abe e ewe eb ee 
ee eee ee ee ee 
LIABILITIES 
ae 5 ae co wie oat mat eek SMa WM ox 


Liability on Acceptances and Bills. . $45,572,735 
Less: Own Acceptances in Port- 
ea eres 21,712,933 
Due to Foreign Central Banks............... 
(In Foreign Currencies) 
Reserves for: 
Unearned Discount and Other Unearned 


Interest, Taxes, Other Accrued Expenses, etc. 
hy ig iy 6d 0 ee od eee ORE Ee 


$1,588,817,014 
1,495,131,149 
31,087,283 
543,666,870 
99,499,233 
2,036,722,765 
11,534,728 
23,256,783 
9,000,000 


7,000,000 
29,512,759 
8,369,499 
5,308,684 





$5,8 888,906,767 








$5,402,085,923 


23,859,802 
16,135,500 


26,271,631 
45,938,611 
3,312,000 


371,303,300 





CE cbt ind wtetes cae oswwa de $144,000,000 
(7,200,000 Shares—$20 Par) , 
ES <5 nas be kaus) shine ee dee ei 156,000,000 
Undivided Profits. .............. 71,303,300 

WU. gn cae annGands huddle eee 


$5,8 888 906,767 767 





Figures of Overseas Branches are as of September 25. 
$520,912,785 of United States Government Obligations and $16,496,100 of 
other assets are deposited to secure $345,049,488 of Public and Trust Deposits 

and for other purposes required or permitted by law. 


(Member Federal Deposit Insurance Corporation) 





Affiliate of The National City Bank of New York for separate 


administration of trust functions 


CITY BANK FARMERS TRUST COMPANY 


Head Office: 22 William Street, New York 


Capital Funds $31,267,715 





DIRECTORS 


WM. GAGE BRADY, JR. 
Chairman of the Board 


W. RANDOLPH BURGESS 


Chairman of the Executive 
Committee 


HOWARD C. SHEPERD 
President 


STANLEY C. ALLYN 
President, The National Cash 
Register Company 

SOSTHENES BEHN 
Chairman, International 
Telephone and Telegraph 
Corporation 

CURTIS E. CALDER 
Chairman of the Executive 
Committee, Electric Bond and 
Share Company 

CLEVELAND E, DODGE 
Vice-President, Phelps Dodge 
Corporation 

ROY H. GLOVER 
Vice-President and General 
Counsel, Anaconda Copper 
Mining Company 

JOSEPH P. GRACE, JR. 
President, W. R. Grace & Co, 


HARRY C. HAGERTY 
Financial Vice-President, 
Metropolitan Life Insurance 
Company 

AMORY HOUGHTON 
Chairman of the Board, 
Corning Glass Works 

KEITH S. McHUGH 
President, New York 
Telephone Company 

ROGER MILLIKEN 
President, Deering, Milliken & 
Co. Incorporated 

FREDERICK B. RENTSCHLER 
Chairman, United Aircraft 
Corporation 

GERARD SWOPE 
Honorary President, General 
Electric Company 

REGINALD B. TAYLOR 
Williamsville, New York 

ROBERT WINTHROP 
Robert Winthrop & Co. 


BOYKIN C. WRIGHT 
Shearman & Sterling & Wright 
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BANKING NEWS 








Little Improvement 
in Mortgage Money 


In both his program foreword and an- 
nual report Aubrey M. Costa, retiring 
president of the Mortgage Bankers As- 
sociation, and president of the Southern 
Trust & Mortgage Co., Dallas, sounded 
the keynote of the recent M.B.A. 
annual convention in Chicago by declar- 
ing that little improvement was made 
in the mortgage money market during 
the past year, principally because the 
Federal agencies exercising control in- 
sisted upon rigid maintenance of F.H.A. 
and V.A. loan interest rates. 

“Therefore,” said Mr. Costa, ‘“‘we 
must continue to point out that mort- 
gage credit is a part of the general 
credit and monetary system of the coun- 
try and that the only way an adequate 
supply of mortgage money can be 
assured is to permit mortgage borrowers 
to compete freely.” 

New leaders elected. Following the call- 
ing to order of the first session by 
the retiring president, the association 
elected as their new officers for the 
1952-53 term, Brown L. Whatley, asso- 
ciation president and president of Stock- 
ton, Whatley, Davin & Co., Jackson- 
ville, Florida; and as association vice- 
president, W. A. Clarke, president of 
the W. A. Clarke Mortgage Co., Phila- 
delphia. 

A resolution passed. Thus was the set- 
ting established for the adoption by 
the M.B.A. members on the first of 
its 5-day meetings, of a resolution which 
called for the Veterans Administration 
to take a forthright approach in solving 
the problem by giving an effective rate 
on V. A. mortgages, with consequent 
elimination of hardship to veterans 
caused by the unrealistic low interest 
rates. 

In spite of the recent enactment by 
Congress, affirmed the resolution, to 
increase the interest rate to 4% per 
cent, the V. A. has failed to take a 
realistic approach to the problem. 

Attacks Federal group. The new M.B.A. 
president, Brown L. Whatley in his ac- 
ceptance speech took up the association’s 
mantle by decrying the operations of 
the agency known as the Federal Na- 
tional Mortgage Association of America. 

The fires of inflation, said Mr. What- 
ley, are being fanned by the activities 
of this agency by its deficit financing 
and direct lending. 

“If government policy,” he said, “will 
not admit that we have supplied the 
emergency demand for housing brought 
about by the acute shortage following 
the war, and if those responsible will 
agree that effective interest rates are 
the order of the day, and further deficit 
financing is thereby avoided, it will 
substantially assist in the effort to main- 
tain the delicate balance of the nation’s 
economy and thereby help to prevent 
wild inflation or deflation.” 


November, 1952 











President Brown L. Whatley 











Vice-President W. A. Clarke 


Will spearhead Mortgage Bankers’ program for 1953 


Banker gives support. Sounding a 
warning against the socialist state by 
expressing his faith in the American 
people, but at the same time, a belief 
that “four American heritages are silent- 
ly giving way to those fallacies of mass 
governmental support,’”’ Ben H. Wooten, 
president of the First National Bank 
of Dallas, Texas, in an opening session 
speech, expressed his concern with the 
M.B.A. problems. 

Mr. Wooten declared that there can 
be no sustained prosperity without the 
free flow of capital into industry, either 
in the form of mortgage loans, com- 
mercial loans, bonds or stocks. 

“Mortgage lending,” he said, “is a 
mighty force in keeping the wheels of 
American industry turning. Our loan 
policies should be constructive in ob- 
jectives, and fundamental principles are 
easy to forget when we have excess 
funds on hand.” 

Government spokesmen. Despite the 
vigorous contentions by M.B.A. leaders 
and lenders in general, Walter L. 
Greene, the new F.H.A. commissioner, 
told an M.B.A. panel group that he did 
not “see any change in the F.H.A. 


maximum interest rates during the 
calendar year.” 
“We find,’ reported Mr. Greene, 


“that the market is slow to accept 
F.H.A. paper at par in some communi- 
ties. On the other side of the ledger, 
we find an increase of 22 per cent in 
applications during the first eight 
months of this year. 

“We also find that when the market 
does ask for a discount on F.H.A. 
paper it is not in excess of our allowable 
fees.” 

Debenture increase plea. Speaking be- 
fore the same panel and in addition to 


voicing support for increased F.H.A. 
and V.A. interest rates to 4% per cent, 
G. D. Brooks, vice-president of the Na- 
tional Life and Accident Insurance Co., 
Nashville, Tennessee, urged that the 
F.H.A. debenture rate be increased at 
least 2% per cent and debenture ma- 
turities be limited to a maximum of 
20 years. 

To the question concerning the F.H.A. 
debenture rates F.H.A. Commissioner 
Greene replied that the rate could not 
be amended without the approval of the 
Secretary of Treasury; that F.H.A. 
officials had not discussed the matter; 
but that if in their opinion a change in 
the rate was warranted, such discussion 
would be held. 

Panel participants. Sharing in the par- 
ticipation of this panel were T. B. King, 
Director, Loan Guaranty Service, V.A., 
Washington; Alan E. Brockbank, Presi- 
dent, National Association of Home 
Builders, who gave an address on “To- 
day’s Problems and Possibilities in Build- 
ing and Mortgage Financing;’’ Neal J. 
Hardy, assistant administrator, Hous- 
ing and Home Finance Agency, Wash- 
ington; John F. Austin, Jr., President, 
T. J. Bettes Company, Houston, Texas; 
William A. Marcus, senior vice presi- 
dent, American Trust Company, San 
Francisco, California, and Guy E. Noyes, 
former director of the Selective Credit 
Regulations, Federal Reserve Board. 

Predictions, appraisals. Further con- 
cerning the matter of interest and de- 
benture rates, Miles L. Colean, consult- 
ing economist on housing of Washing- 
ton, D. C., predicted: 

“At the present time there is no 
prospect either that the government 
agencies will recede from their stubborn 
position on interest rates, or that the 
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CORRESPONDENT 
ACCOUNT COVERS 
CALIFORNIA 


One account with Bank of 
America (in either Los An- 
geles or San Francisco) gives 
you direct routing through- 
out the state—enabling you 
to send your items direct to 


more than 300 communities. 


This time-saving service 
is made possible in Cali- 
fornia by Bank of America’s 


state-wide system of branch 


banking. 


Bank of America 
Travelers Cheques 





are known and honored throughout 
the world. Sell them to your customers. 


Bank of America 


NATIONAL IRYSTA%2 ASSOCIATION 


MEMBER FEDERAL DEPOSIT 
INSURANCE CORPORATION 
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Federal Reserve Board will permit a 
resumption of the easy money policy 
that made the fixed rates tolerable. 

“There is, moreover,” continued Mr. 
Colean, “virtual certainty that the 
Treasury will offer new long-term issues 
during 1953 and that the yields will be 
acceptable to insurance company in- 
vestors.” 

Sumner H. Slichter, noted Harvard 
University professor and economist, told 
the M.B.A. members that the nation’s 
defense spending would reach its peak 
in about July of 1953, at a level of 
about $60 billion. 

In discussing inflationary and de- 
flationary influences in our economy, 
Mr. Slichter said that Congress has 
shown an ominous disposition to take 
the control of installment and real estate 
credit from the bank authorities as a re- 
sult of yielding to strong political pres- 
sures from consumers, retailers, labor 
unions, and real estate interests. 

Continuing, the speaker asserted that 
the authority of the Federal Reserve 
System over real estate credit has been 


| virtually destroyed, and that Congress 


| does not feel the same political pres- 
_ sures for cheap commercial credit, and 
| consequently has not intervened in that 
| field. 


“Servicing” operations. In matters 
apart from the uppermost convention 
issue, i.e., governmental control, L. 
Douglas Meredith, executive vice-presi- 
dent of the National Life Insurance 
Company, Montpelier, Vermont, admon- 


| ished the association to scrutinize care- 


fully their “servicing’”’ operations, so 
that the loans on the books can be kept 
in strong current condition. 

“Today,” said Mr. Meredith, “we en- 
joy a state of business activity which is 


' called prosperity by many people. Yet 


some of us sense... a hollowness which 
warns us that sooner or later this joy 


| ride must end. 


“And at that time we will fully appre- 
ciate the reliance an investment officer 
must place upon his servicing and ac- 
counting department.” 

A. H. Cadwallader, Jr., president of 
the Mortgage Investment Corporation, 
San Antonio, Texas, and Thomas E. 
MacDonald, M.B.A. director of the 
servicing-accounting division, spoke on 
accounting problems during the same 
session. 

Collections and delinquencies. A panel 
on current problems in collections and 
delinquencies was conducted jointly by 
W. Braxton Ross, vice-president, Morri- 
son & Morrison, Inc., Denver, Colorado, 
and Lemuel J. Holt, of the W. A. Clarke 
Mortgage Company, Philadelphia. T. 
Wilbur Williams, assistant treasurer of 
Stockton, Whatley, Davin & Co., Jack- 
sonville, Florida, pointed out that mort- 
gage lenders, unlike the radio and screen 


| comedians would have them seem, do 


not rush in to foreclose, but instead use 
every possible means to assist the bor- 
rower in meeting his payments. To do 
this, Mr. Williams said, there have been 
many customer aids devised in the past 
25 years. 

Speaking on the same panel were 


| Everett Livesey. comptroller, The Dime 
| Savings Bank of Brooklyn, New York; 


Herbert G. Murphy, an accounting 
supervisor of the Connecticut Life In- 
surance Company, Hartford; L. C. Forth, 
of the Sun Life Assurance Company of 
Montreal, Canada; and Lon Worth Crow, 
Jr., executive vice president of the Lon 
Worth Crow Co., Miami, Florida. 

Messrs. Livesey and Murphy described 
the methods and policies of their firms 
in servicing delinquent accounts. Mr. 
Crow talked on customer relations, tell- 
ing the mortgage men that they have 
not been as active in this field as they 
should be. 

Wins annual award. John C. Hall, vice- 
president of Cobbs, Allen & Hall Mort- 
gage Co., Birmingham, Alabama, and a 
member of the M.B.A. board of gov- 
ernors, was given the association’s 
annual distinguished service award for 
his efforts in bringing the association’s 
total membership to an all-time high. 

A prospectus. A look toward the future 
for the M.B.A. was contained in an ad- 
dress by Alan E. Brockbank, president 
of the National Association of Home 
Builders. 

Because American family formations 
are continuing to fall, Mr. Brockbank de- 
clared that the home building volume will 
be affected until about 1958 to 1960. In a 
period between 1960 and 1970 the need 
for homes will rise to about two million 
per year because of an up trend in family 
formations. 

In view of this and related factors, 
Mr. Brockbank asserted that “unless 
the job of putting the housing industry 
of the country into good condition be- 
tween now and then is done, the sociali- 
zation of housing will be inevitable.” 


e ° s 


Promoting the Vote 


Regardless of what percentage of the 
qualified vote was attained in the recent 
national elections, the banking industry 
in 1952, either as individual banks or 
banking groups, could not be accused 
of failing to remind their customers 
and the public of the importance of 
voting. 

A very good example of just one of 
the scores of displays, advertisements, 
events, etc., used by the banks to im- 
press upon John Citizen his duty to 
vote, was that of the Crawford County 
Trust Company, Meadville, Pennsyl- 
vania. 

At a county fair in September this 
bank displayed before an_ estimated 
84,000 fair attendance a voting machine, 
complete with instructions on its use, 
and with large placards urging the 
viewers to register and vote. 

To attract attention to the display, 
life size mannequins with their mouths 
gagged by handkerchiefs, stood beside 
a poster’ which read, “Don’t be a silent 
partner in your government.” 

Unfavorable comparison. Prior to the 
general elections, various surveys on the 
1948 election results were widely quoted 
by newspapers and magazines to show 
the disparity between percentages of 
qualified voters and those who actually 
voted. One such of these surveys dis- 
closed that bank executives and bank 
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Wherever your customers go—across the 
state or around the globe—you can always 
be sure they will feel safe and at home with 
American Express Travelers Cheques. For 
these Travelers Cheques are constant re- 
minders of your bank’s service at its best! 
The Most Honored Cheques 
in the World 
Through more than 60 years of service to 
the public, backed by vigorous promotion 
and national advertising, American Express 
Travelers Cheques have always been the 
best-known cheques by far . . . instantly 
recognized and accepted in a million places 
in this country and all over the world. 


SRE 


Spendable anywhere, anytime, they're 
100% safe, easiest to cash! 


Exclusive Plus Services 


Think of the extra services available only 
through American Express! Every one of 
more than 200 offices in the United States 
and abroad becomes a “service station” for 
your customers — providing willing assist- 
ance for any travel problem. In case of loss 
or theft, when speed counts most, a quick 
refund or financial help is given with the 
same degree of courtesy your customers 
find at your bank. Doesn't all this add up 
to greater customer satisfaction? 





AMERICAN EXPRESS 


TRAVELERS CHEQUES 


THE MOST WIDELY ACCEPTED CHEQUES IN THE WORLD! — 
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employees in a particular county in the 
United States topped the list of non- 
voting citizens. 

A sample ad. The “get-the-vote-out” ad 
shown in these pages is also just one 
example of how banks used such adver- 
tising in many parts of the country. 

This particular ad was run by the 
Irving Trust Company, New York City 
in newspapers a week before close of 
registration. The ad was the result of 
careful planning and took its form after 
much research disclosed how many 
different rules govern the people living 
in the New York metropolitan com- 
munities. 


A week after the ad was run, the 
Irving Trust bank continued to receive 
requests for copies from business firms, 
partisan groups, individuals and at least 
one part of the U. S. Army. 

Reward for registering. The Philadel- 
phia (Pennsylvania) National Bank, by 
way of tribute to the American heritage 
of the vote franchise, made cash awards 
of $100 each to the 10th, 20th, 30th, etc., 
thousandth persons to register in that 
city. 

Chicago, Illinois. The personal efforts 
of bank president John C. Wright of the 
La Salle National Bank of Chicago, 
Illinois in urging others to register and 
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HERE iS WHERE 
AND WHEN YOU CAN 
REGISTER: 


























If you live in NASSAU or SUFFOLK... 


Irving Trust Company, 
New York City 


Used newspaper advertising 


vote were highly gratifying. 

In response to a letter written to 
them by Mr. Wright, not only did every 
employee of the bank register for the 
election, but every employee pledged 
to cast his vote on November 4. 

Moreover, another letter, telling of 
Mr. Wright’s action, was written to the 
heads of various corporations by La 
Salle National’s board chairman, Lau- 
rance Armour, with most satisfactory re- 
sults. The replies were numerous, en- 
thusiastic and, over the signatures of 
many nationally known names, promised 
that the corporations would adopt similar 
“register-and-vote”’ plans. 

A. B. A. & State roles. Early in Octo- 
ber President W. Harold Brenton, Amer- 
ican Bankers Association, directed the 
distribution of “voting” literature for 
use by banks throughout the country. 
In a bulletin signed by him, Mr. Brenton 
reminded the “bank men and women of 
America” that “in 1948 only 51 per cent 
of the people bothered to vote.” 

Without exception the state banking 
associations put in extra hours to find 


Took space at a County Fair 


Crawford County Trust Company, 
Meadville, Pennsylvania 





Burroughs Clearing House 











o_o 

















ways to bring the voters out on election 
day. A memorandum issued by the 
Florida Bankers Association asked its 
readers to test themselves by answering 
14 pertinent election questions, such 
as, “In what Congressional district do 
you live?”’ and “How many U. S. Sena- 
tors does Florida have?” 
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Banks Lead in Survey 


The banks and the finance and trust 
companies of this country lead by a com- 
fortable margin in the fringe benefits 
accorded their employees, according to 
an exhaustive survey entitled “Fringe 
Benefits—1951” published by the U. S. 
Chamber of Commerce. 

Moreover, the banks and financial 
institutions since 1947 have steadily in- 
creased their percentage of such fringe 
benefits for employees as pensions, lunch 


and rest paid periods, non-worked time | 


payments, profit-sharing, bonuses. 


FRINGE 
BENEFITS 
1951 


the nanwage labor costs of doing business 


18.71% of prt 
31.5¢ 
$644 per employee 





per hour 





CHAMBER OF COMMERCE BF THE UNITED STATES - WASHINGTON 6, B.C. 





Reveals bank job advantages 


Second to the rating of the banks in 
fringe-benefits are the nation’s insur- 
ance companies, which also increased 
their percentage in the 1947-51 period. 

These and numerous other facts are 
brought out by the 32-page survey’s 
wide coverage: 9 chapter titles, 4 appen- 
dices, 15 tables and 2 charts. 

Among the interesting survey find- 
ings disclosed are: 1. that fringe pay- 
ments vary widely among the 736 re- 
porting companies, ranging from less 
than 5% to over 50% of payroll, and 
2. No definite relation is apparent be- 
tween the size of the company and 
amount of fringe benefits. 

From 1 to 4 copies of the book are 
available from the Economic Research 
Department of the U. S. Chamber of 
Commerce, Washington at $1.00 each. 
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Fixed-Fee Checks 

After months of experimenting, the 
Colonial Trust Company, New York City 
recently extended to individual custo- 
mers an unlimited checking account 
service at a fixed fee payable in advance. 
The service does not apply to commer- 
cial accounts. 

Under the new plan the depositor will 
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SAVE TAX RETURN TIME! 


Get copies clean, exact, fast 





by the new Copyflex system! 


Now, with the revolutionary new Brun- 
ing Copyflex Tax Return System, you can 
get all the clean, error-proof, low-cost, 
exact copies you need without any typing, 
carbons or proofreading. 

Learn about CopyFLEXx now, before the 
tax rush begins. You'll save hours... 
even days ... because your “worksheet” 
or typed original can be your return, with 
copies made in seconds. 

Bruning’s system specialists originated 
this unique time-saving system, working 
with leading tax authorities of bank and 
accounting groups. You save costly time, 
get better copies faster in preparing cor- 
poration, fiduciary, individual, excess profits, 
and many other tax returns. Leading firms 
already are using the CopyFLEXx Tax Re- 





ge Site calle neaie CHARLES BRUNING CO., INC. 


turn System and are benefiting from its 
economies. 

Why hire special, costly statistical typ- 
ists for tax work when—with COpYFLEXx 
—you need no copy typing? Save this 
expense. . . and speed production of 
completed returns and copies as well. 

Investigate COPYFLEX now to simplify 
your work in the busy tax season just 
ahead. Mail the coupon. Charles Bruning 
Company, Inc., Dept. Y-112, Teterboro, 
New Jersey. 


BRUNING ) 


Specialists in copying since 1897 





| Dept. Y-112 ~Teterboro, N. J. 
Please send me full details on how to speed tax work via the Bruning 
| Copyfiex Tax Return System. 
| PGND sc vccprccccceseccccocueersss .cosee TDs cvvccsccccceess 
| COMPAR sc cccccevccscccccccccccccccccnccsceseesee 061 0ee0 
COPYFLEX “14” is handy desk- 
side size, easy to operate, han- | SUED 6 ccccenccccoee PPYTTITITITITITITITITIT TTT tt e 
dles large volume of tax return | 
copies fast. Go icccvcccsccsovcee eocccccese 2 ZOMG. .sseees State. .cecseee 
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pay $1.50 per month for six months in 
advance. He is given a checkbook with 
his name imprinted on the checks. No 
charge is made for deposits or checks 
drawn, no minimum balance is required, 
and no limit is placed on the number of 
checks drawn. The depositor receives a 
statement of account at the end of each 
month. 

The Colonial Trust reported that a 
study showed the average customer drew 
about 15 checks a month, and on that 
basis the new arrangement is equitable 
to both the bank and the customer. 

If a customer consistently does not 
draw more than 5 checks per month, the 
bank will recommend his use of the ordi- 
nary, minimum balance checking ac- 
count. For those customers who prefer 
it, the old 10 cents per check account 
will still be available. 
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A 17-Hour-a-Day Service 


“This is not just another night deposi- 
tory, but a 17-hour-a-day banking serv- 
ice which can be used at any time during 
or after regular banking hours.” So read 
the ad of The Watertown (New York) 


National Bank which recently intro- 
duced that bank’s new “After Hours 
Banker.” 


The unique service is available be- 
tween 6 a.m. and 11 p.m. in a small room 
off the foyer of the bank building just 
inside the street entrance. A counter in 
the new department contains blank 














Designed for self-service 


forms to enable the customers to: open 
new accounts, make any deposit, pur- 
chase money orders and cashier’s checks, 
make payments on principal or interest 
on loans and mortgages, pay safe deposit 
box rent, arrange withdrawal from inter- 
est account. 

Above the counter are pictures of the 
blank forms that may be used, with 
printed instructions on how the transac- 
tions should be made. The executed 
forms and money are then sealed in a 
large envelope and placed in a chute 











meet 


In commerce and in manufacturing, Canada is one 

of the world’s fastest growing, most productive, 

most prosperous nations. Her vast and varied natural 
resources mean Opportunities Unlimited for American 
enterprise. There are no restrictions upon the flow of 


funds across the border! 


Keep abreast of new opportunities in Canada. 
Our monthly Commercial Letter carries useful infor- 
mation for alert American businessmen. It will be 
sent you regularly, on request. No obligation. 


Our facilities are at the disposal 


of American Banks in behalf of 


their customers. 


The Canadian Bank 


of Commerce 


Head Office—Toronto 


New York e San Francisco * Los Angeles 


Seattle e Portland, Ore. 


and over 600 Canadian Branches 
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which leads to a modern vault inside the 
bank. The bank employees each morning 
distribute the envelopes to the proper 
departments where the transactions are 
completed as indicated by the customers’ 
blanks. 

B. C. Rushlow, president of The 
Watertown National reports the use of 
the service has widened daily since its 
inception, with 17 transactions the first 
week, 60 transactions in the third week, 
and so on. 


e » * 


Credit Conference 


On January 26-28 of next year lead- 
ing bankers from all parts of the United 
States will meet at the La Salle Hotel 
in Chicago, Illinois, to discuss the prob- 
lems of extending bank credit under 
the economic conditions in prospect for 
1953. 

Plans for the conference will be 
sponsored by the A.B.A. Credit Policy 
Commission, as announced recently by 
W. Harold Brenton, president of the 
association and of the State Bank of 
Des Moines, Iowa. 

“These meetings have become ex- 
tremely important in guiding bankers 
in forming sound credit policies for their 
institutions,” said Mr. Brenton. “In to- 
day’s complex business world, credit 
policy must be based on an understand- 
ing of the economic factors operating 
throughout the country, and not just in 
our own areas.” 
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Shreds Unwanted Papers 

A new model of the Shredmaster ma- 
chine is capable of reducing postage- 
stamp size paper to fine shreds, it was 
recently announced by the Shredmaster 
Corporation, Brooklyn, New York. 











A handy office addition 


Slightly larger than a typewriter, the 
machine can be moved around an office. 
In addition to shredding unwanted 
paper, etc., the machine can be used to 
render unreadable documents that are 
confidential, or obsolete records, and for 
the conversion of waste paper to packing 
material. 
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A. B. A. 1953 Meet 


The 1953 convention of the American 
Bankers Association is to be held in 
Washington, D.C., it was announced by 
new A.B.A. President W. Harold Bren- 
ton at the close of the organization’s 


Burroughs Clearing House 











Blown out 
by Mr. Edison 


and friends! 


Read why the miracle of universal 
electric light could not have 
happened without America’s Banks 


ONE IDEA made the kerosene lamp obsolete. 

But it has taken billions of dollars to re- 
place it. America’s banks put up many mil- 
lions, and the story goes like this. 

After Mr. Edison and his private backers 
proved the new incandescent lamp practical, 
progressive men all over the country got the 
notion that electric light could be sold cheaply 
to all the people. 

From the first, the job was too big—too 
costly—for any individual to tackle. So 
groups of citizens (capitalists, if you will) got 
together and formed light and power companies. 

Basically private capital has always backed 
any promising venture. But as the industry 
expanded even the most prosperous compa- 
nies lacked enough hard cash for generating 
more power, stringing up miles of new wire 
and delivering current to millions of new con- 
sumers. So they went to the nation’s banks 
for short-term loans. 

They got their money. In less than 50 years, 
American ingenuity—teamed up with money 
supplied by the general public, commercial 
banks, and other financial institutions—put 
the kerosene lamp on the same museum shelf 
with the tallow candle. 

Exceptional? 

No. You can see the same pattern in just 
about every U. S. industry. 

From the beginning, U. S. citizens have put 
money in banks. All together this money 
amounts to quite a sum in any bank, and it’s 
the bank’s job to put it to work. 

Usually, progress means profits, so banks 
have always competed with one another to 
put money to work in growing industries. 

As long as competitive banking and free 
enterprise live under the same laws, the re- 
sults will continue to be more men and women 
at work, profits for both manufacturer and 
investor and better living for every man, 
woman and child in the nation. 

Mr. Edison’s light is a good example. There 
are many others, and there will be many more. 

Chase National Bank is proud of the part 
it is playing in American progress. 


THE 


CHASE 


NATIONAL BANK 
OF THE CITY OF NEW YORK 


(Member Federal Deposit Insurance Corporation) 
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One of a series of advertisements being published in New York City newspapers and national business magazines 








78th annual convention in October. 

The hosts for the 1953 meeting will 
be the District of Columbia Bankers 
Association. The last A.B.A. meeting 
held in Washington was in 1934. 
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A Bank-Farm Trend 

Recent reports from banking groups 
and individual banks indicate that bank- 
farm programs throughout the country 
are receiving strong impetus. 

North Carolina Meeting. The Associa- 
tion of Bank Agricultural Representa- 
tives, a sectional group made up of banks 
in North and South Carolina, Maryland, 
Virginia and West Virginia, recently 


held two-day meetings at Waynesville, 
North Carolina. 

Reporting the consensus of the meet- 
ings, association president, James Bishop, 
Jr., from the Bank of Greensboro, North 
Carolina, stated that farmers are entitled 
to and are demanding credit on a broader 
basis than has heretofore been made 
available to them. Credit should be ex- 
tended to farmers for legitimate agricul- 
tural purposes. 

Mr. Bishop explained that farm loans 
fall into two classes: (1) Production 
loans to pay for seed, fertilizer, labor, 
etc. and (2) Loans for capital purchases 
of livestock and pasture improvement, 
farm machinery and repair, and pur- 
chases of new land. 





“It's best by test 


for paper- shredding: 
we've standardized on Shredmaster” 


»+-freports The Todd Co., Inc., leading producers of precision 
equipment and safety forms for financial institutions. 





“We decided to standardize upon SHREDMASTER 
after exhaustive study and actual production 
tests of other makes. The type of shred produced 
by the SHREDMASTER is the best we have seen, 
and there is no difficulty in disposing of our entire 
output for high-class packaging purposes. The 
production claims you made for these machines 
have been proved by actual records.” 


JOHN E. BERTSCHE 
Director of Purchases 
The Todd Company, Inc. 


Only SHREDMASTER offers all these valuable features: 


@ Cuts confidential records into unread- 
able shreds . . . quickly, easily. 


@ Saves tearing, burning. 
@ Works quietly, without litter or dust. 


@ Safe to operate... all moving parts 
enclosed . . . complete safety 
devices. 


@ Anyone can operate it .. . simple 
switch control. 


“Senior” Table Model Shredmaster 324%4" x 25” x 192" 
also available: “Junior” Table Model 144" x 16” x 12” Weight: 
52 Ibs. Heavy-duty Floor Model 49” x 22” x 47” W eight: 800 Ibs. 


SHREDMASTER 


SHREDDING MACHINES 
a@ product of —The Shredmaster Corporation, 
Division of Self Winding Clock Company 


For complete information, mail this coupon today. ; 
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@ Negligible maintenance... needs no 
sharpening under normal constant 
use for about 1% years. 


@ Turns waste into profit. Shredded 
material can be sold for high-grade 
packaging. 


@ Gray finish harmonizes with other 
office equipment. 





The Shredmaster Corporation 
2058 Willoughby Ave., Brooklyn 5, N. Y. 
. 


Please send literature. 


Name 





Company 





Street 





eee 








“Maturities of all loans,” said Mr. 
Bishop, “should be made to fit the opera- 


tions of the individual farmer. Crop 
loans should come due at the time when 
crops will be harvested and sold. Capital 
loans are usually substantial, and the 
average farmer cannot be expected to 
repay in the first year, but must be 
given two, three, sometimes four years, 
depending on the circumstances.” 
Ohio Meeting. In July more than 500 
Ohio farmers were the guests of 100 Ohio 
bankers in an annual banker-farmer 
conference sponsored by the agricultural 
commission of the Ohio Bankers Associa- 
tion. The event was held in Columbus 
at the Ohio State University farm. 
The event witnessed many demonstra- 
tions of farm equipment and practices, 
presentation by the O. B. A. of an illus- 
trated bulletin containing new ideas on 
labor and time-saving farm devices, 


| special addresses on such topics as, “The 


Airplane . . . a New Tool for Agricul- 
ture,” panel discussions, and other fea- 
tures. 

A summarization of the activity was 
that Ohio’s banks must become fully 
acquainted with the needs of farmers 
for proper credit in both farm mechan- 
ization and farm planning; and that an 
increasing need for greater production 
from a smaller rural population de- 
mands greater specialized knowledge on 
the part of banks, as well as a sympa- 
thetic and public-spirited viewpoint. 

Kentucky Meetings. Meanwhile, the 
Kentucky Bankers Association continued 
its ways-and-means program of increas- 
ing the pasture acreage of the state. 
(Burroughs Clearing House, January, 
1952). 

In addition to the “greener pastures” 
project, the K. B. A. throughout Sep- 
tember sponsored farm management 
meetings on the balancing of farm 
machinery with farm needs at privately 
owned farms in_ several Kentucky 
counties. 

New York School. In late August 131 
bankers were registered in the Bankers 
School of Agriculture, Cornell Univer- 
sity, New York. The “students” repre- 
sented 35 New York counties, and came 
from out-state places such as Colorado, 
Massachusetts and Rhode Island. 

The program called for the bankers 
to become farmers for five days to see 
farming as a farmer sees it. The pro- 
gram was designed to keep top manage- 
ment abreast of changing developments 
in the American farm picture. It was 
felt further that the program took on 
added significance in view of the increas- 
ing political importance attached to 
agriculture. 

Missouri Farm Gift. Early in the year 
the Wood and Huston Bank, Marshall, 
Missouri, took a brand new approach to 
better farm relations by making a gift 
of a whole farm, 82 acres in all, jointly 
to the agricultural class of a local high 
school and a youth group, Future Farm- 
ers of America. : 

The farm will be supervised by the 
city’s board of education and used for 
demonstration areas in planting types 
and methods, fertilizer uses, crop rota- 
tion, erosion control, ete. 

The bank saw its benefit in the hope 


Burroughs Clearing House 




















that students would develop and learn 
good agricultural practices. 

Nebraska Livestock Gift. An unusual 
program was put into practice in the 
spring by the Hastings (Nebraska) Na- 
tional Bank when the bank started a 
4-H club member in the hog raising 
business by making him a gift of a gilt. 

As a test of the ability of the youth 
chosen to receive the gift, the Hastings 
National stipulated only that the youth 
must return to the bank a gilt weighing 
200 pounds if the litter was seven pigs 
or less, and two 200-pound gilts if the 
litter numbered eight or more pigs. 

The bank stated that in addition to 
encouraging youngsters, the program 
also introduced the bacon-type Yorkshire 
hog into the area. 

Tennessee Statement Aid. The Newbern 
(Tennessee) State Bank, by forwarding 
a copy of the bank’s statement of condi- 
tion with a carefully-worded letter to 
farmer customers, has encouraged the 
farmers to submit their own statements. 
The letter reads, in part: 

“. . . Our records show that we do 
not have a recent copy of your financial 
statement on file . . . These statements 
are for use in getting a better picture 
of your business affairs and enable us 
to meet your credit needs better... 
If you will fill out the form in pencil 
a 

Connecticut, Pennsylvania Scholarships. 
Lucky winners from four youth organ- 
izations, 4-H Agricultural, 4-H Home 
Economics, Future Farmers of America 
and Future Homemakers of America in 
August received agricultural scholar- 
ships from the Mellon National Bank 
& Trust Company at Butler, Pennsyl- 
vania, The awards were made for excel- 
lence in long-term farm and home- 
making projects. 

Similarly, scholarship awards were 
made. in March by the Southington 
(Connecticut) Bank and Trust Com- 
pany to three youths for their agricul- 
tural achievements. 

Arizona, Tennessee Publications. A new 
trade paper, “Farm Management” be- 
gan its series by running articles on 
banker-farmer relations. The second in 
the series, entitled, ‘‘A Statewide Bank 
Looks at Farm Credit,” concerned the 
agricultural loaning methods of the 
Valley National Bank, Phoenix, Arizona. 
The first article covered similar material 
as found in the small community bank. 

Primarily, the article pointed up some 
of the differences that exist in the 
techniques used by a large and a small 
bank. A detailed description was given 
on the need and use of policy bulletins, 
with the explanation that banks must 
depend on such bulletins for the guid- 
ance of the branch manager and loan- 
ing officer in order to achieve unity in 
methods of operation and consistency in 
approach. 

The First National Bank of Memphis, 
Tennessee has had continued wide ac- 
ceptance of its distribution of a timely 
and thorough memorandum addressed to 
“Correspondent Bank and _ Livestock 
Friends.” 

Recent issues have dealt with sum- 
marizing the news related to drouth 
conditions in the south and southwest. 
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CONSTRUCTION INDUSTRY in Los Angeles County has built 
500,000 dwelling units since the war—nearly 10% of the total 
for the entire nation. In all Southern California, 1952 public and 
private building, and engineering construction, has been at the 
rate of $1,600,000,000 for the year. Over 170,000 are em- 
ployed, with annual payroll over $775,000,000. 


ECURITY- FIRST 


NATIONAL BANK 


OF LOS ANGELES 





Statement of Condition 
September 30, 1952 











RESOURCES 
Cash and Due from Banks ............ $ 375,123,227.27 
U. S. Government 

ee eS $935,641,349.50 
State and Municipal 

re 59,237,875.19 
Other Bonds and 

SOCUPIEES 5... cccisee 15,854,460.69 1,010,733,685.38 
Loans (less reserves)........sseseeeeees 522,509,757.99 
Earned Interest Receivable ............ 5,141,648.46 
Customers’ Liability under Acceptances 

GND Bathe 0 0.00000 0b0dees4onees onncess 4,901,547.37 
Date FIORE... 56 isa ect cess Feuceeees 4,196,723.56 
RENE NS 0564 sc tennct ese tee esewons 343,406.11 

AE hic cu adidwnewesecntc leet $1,922,949,996.14 
LIABILITIES 
CO Ra $ 30,000,000.00 
_ ee ieob sia hia ales 40,000,000.00 
ivided Profits .... _43,653,162.85 $ 113,653,162.85 

epi for Interest, Taxes, etc....... 17,182,629.56 
Interest Collected—Unearned.......... 4,447,894.24 
Acceptances and Letters of Credit 

PE Ais Ginxe cinch ean Wes tea ewawlete 4,920,172.04 
CEES. DAES io'n6nsn ib5 Khan yep esea i 237,064.87 


Deposits—Time ....$ 611,755,770.89 
—Demand .. 1,170,753,301.69 1,782,509,072.58 
TOPE, 00000 cdacseianeverndieeGs $1,922,949,996.14 
S ied 180,349,529.14 ledged to secure fund 
sous: Footy Maat a Me are pleds leone, and fot ener 
purposes as required or permitted by law. 
BOARD OF DIRECTORS 
George M. Wallace, Chairman 





James E. Shelton Chester A. Rude 

President Chairman Executive Committee 
Elmo H. Conley Robert E. Gross — B. Ortman 
L. W. Craig Ralph B. LI . Pike 
ees Crandall Maynard McFi Ibri ge H. Stuart 
Thomas A. J. Dockweiler William B. ican Edward R. Valentine 
Gabriel C. que Gurney E. Newlin C. T. Wienke 
James B. Gist John O'Melveny Dr. John C. Wilson 


139 Offices and Branches serving 
Central and Southern California 


MEMBER FEDERAL RESERVE SYSTEM 
MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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Other timely topics which have appeared 
include, “Available methods for report- 
ing gain or loss,” “Comments on cattle 
raising,” “Depreciation of breeding and 
dairy animals,” etc. 
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We offer outstanding service in 

every form of commercial banking, 

including Trade Information and 

Trade Introductions. Our Travel 

Departments will take good care 
of your friends, 


——_ Tt — 
COMMERCIAL BANK 


OF AUSTRALIA LIMITED 


Established 1866 


632 Offices in Australia, New Zealand 
and London. 


Assets exceed A£190,000,000 


Head Office: 335 COLLINS STREET, 
MELBOURNE, AUSTRALIA. 


Foreign Departments at every Port and 
Commercial Centre. 


Protection with ‘‘teeth'' in it! 
Tek-=tiv, 


Fits largest size bogs .. . 
greater ‘‘wrap-around"™' 
holding area. Used by 
Federal Reserve and 

leading Banks through- 

out the country .. . 
for faster, positive 
sealing . Lower Cost! 
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Write For 


Samples 





Security Seal Co. 


144 W. 27 St., New York 1, N.Y 








LOSS 
COMPANIES 


Will pay cash for a company with 
a tax loss carry forward of at least 
$1,000,000. 
TELEPHONE 
Murray Hill 8-4685 
New York City 


or Write Box 111 
Burroughs Clearing House 
Detroit 32, Michigan 
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One feature is a centrally-located new accounts platform 


Outstanding Features 


Among many special features for the 
convenience of customers and employees 
at the new Oakland, California, quarters 
of the Crocker First National Bank of 
San Francisco is a new accounts de- 
partment located in the center of the 
banking room. The desks are enclosed 
by a bronze, open-type railing. 

No waste baskets are needed for the 
unusual triangular check desks. The 
waste paper is slipped into bronze slots 
in the glass tops and collected from the 
receptacles underneath. 

Illumination for the lobby area comes 
from 30 plastic domes, six feet in di- 
ameter, set in a ceiling of aluminum 
acoustical tile. 

An innovation in the planning was 
the locating of the heating and ventilat- 
ing equipment on the roof, instead of in 
the basement as is customary. 


Employee facilities. The basement is 
utilized as a pleasant work area away 
from the street noises and annoying 
floor traffic. In the sub-level offices the 
auditor, the bookkeeping and accounting 
departments, and the transit staff all 
work in spacious, quiet surroundings. 
The illumination closely simulates nat- 
ural daylight. 

At noon and at other rest periods the 


employees may use a third-floor lounge 
and recreation room equipped with 
kitchen facilities. Or they may enjoy 
sun baths on the adjoining outdoors 
roof garden. : 

Still another feature is the door of 
the basement safe deposit vault. The 
vault door was originally installed in 
the main vault of the First National 
Bank of San Francisco in 1908 and 
later placed in storage. 

This massive vault unit, weighing 55 
tons or as much as a switching locomo- 
tive, was transported across San Fran- 
cisco Bay on a barge and then trucked 
through Oakland City streets under 
special permit. 

Colorful room. The _ ultra-modern 
banking room is unusually attractive in 
its color scheme. The flooring is of pink 
Tennessee marble, flanked by columns 
of imperial red Swedish granite 28 feet 
high. The walls are tinted a light green. 
The 19 tellers’ windows are faced with 
Botticino marble wainscotting with oak- 
paneled cages above. 

The Oakland headquarters staff has 
grown from 46 to 86 persons since the 
Crocker First National Bank began its 
Oakland operations in March, 1947. The 
Oakland office is in charge of George 
W. Hall, vice-president and manager. 
J. F. Sullivan, Jr., is the bank’s president. 


Ultra modern quarters of new Crocker branch in Oakland 








Burroughs Clearing House 
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Each new day can present new problems. 


Reminder to call in your man at the Irving! 


®@ Faced with a tough assignment? He’s your man. Call 
on him as freely as you would a member of your own 
staff. In fact, he wants to be considered just that. 


Broadly experienced himself, he has at his finger tips 
the facilities of one of the world’s largest banking or- 
ganizations ...a global network of correspondents... 
experts in every field of commercial banking. 


Once you ask his help, every assignment—no matter 
how complicated or routine—rates equal priority. Your 
man at the Irving is there to give you service—is just 
waiting for you to say the word. 


IRVING TRUST COMPANY 


ONE WALL STREET x NEW YORK 15, N. Y. 
Capital Funds over $121,000,000 Total Resources over $1,300,000,000 
Witt N. Enstrom, Chairman of the Board Ricuarp H. West, President 
Domestic Banking Division, Notan Harrican, Senior Vice President in Charge 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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Home Federal, Chicago 


First National, Temple, Texas 








City National, Oklahoma City 


That greater attention is being devoted to building signs is shown by these examples 


Signs of the Times 


In the unabating expansion programs 
of banks and other financial institutions 
throughout the country the signs mark- 
ing the new and modernized building 
are truly American landmarks. The signs 
shown here are typical. 

Temple, Texas. A full section of a local 
newspaper in early September was de- 
voted to a description of the new and 
most modern 10-story quarters of The 
First National Bank there. 

Concerning the bank’s sign, a news- 
paper item read: “Yes, that sign is the 
largest of its type in the world.” Taller 
than the building itself, the plastic-faced 
sign begins 10 feet above the ground 
and rises skyward for 185 feet, ending 
in a pencil style flagpole. 

So notably modern, the new quarters 
attracted the widespread attention of 
bankers, many of whom were present 
on opening day. 


As modern as a bank could be 


First National Bank, Temple, Texas 





However, declining to seek any 
plaudits, bank President W. Guy Draper 
publicly announced: “We think it is as 
attractive and modern as a bank and 
office could be, but we do not see it as 
a ‘shining monument.’ It is simply a 
building both Temple and Central Texas 
needed and deserved—and, we believe, 
an excellent investment for this bank.’’ 


Chicago, Illinois. The 15-story building 
purchased in 1950 as its new home was 
occupied this summer by the Home 
Federal Savings and Loan Association. 

To announce its presence to the thou- 
sands who visit the Loop area daily, 
the association constructed a huge 3- 
faced sign which extends for 10 stories 
or 128 feet. Recently added to the bot- 
tom of this sign was a large silver eagle 
resting on a clock. Five feet high and 
with a wing-span of six feet, the eagle 
swings in a 90 degree arc every 12 
seconds, 


The Home Federal occupies the first 
five stories of the building. In preparing 
for occupancy many innovations were 
made in the modern new offices of the 
association. During the get-acquainted 
month of July and through the medium 
of newspaper and TV advertising, the 
association engendered sufficient inter- 
est to bring 22,000 visitors. 


Dallas, Texas. Completion of two new, 
illuminated signs was celebrated in mid- 
September by the Texas Bank & Trust 
Company when W. W. Overton, Jr., 
board chairman; P. B. Garrett, Texas 
Bank & Trust president, and J. B. 
Adoue, mayor of Dallas and also presi- 
dent of the National Bank of Com- 
merce, joined in a ceremony to light the 
signs for the first time. 

A giant, roof-top, horizontal sign 
measuring 44 feet spells out “Texas 
Bank” in 12-foot porcelain letters super- 
imposed with red neon tubing. The 


Spacious savings & loan floor 


Home Federal Savings & Loan Assn., Chicago, Illinois 
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Central National’s 12-foot letters 


vertical sign at the side of the bank 
rises for 65 feet with 6-foot high letters. 

Oklahoma City, Oklahoma. In a similar 
ceremony in September, presided over 
by Oklahoma Governor Johnston Mur- 
ray, The City National Bank and Trust 

















Company “turned on” a new, spectacu- | 


lar 126-foot neon sign. 

Features of this new sign is the bank’s 
illuminated advertisement, “Open a 
Thrifticheck Account,” and a revolving 
clock with a 60” illuminated dial. 

Cleveland, Ohio. Central National 
Bank of Cleveland last summer erected 
a 187-foot electrical sign on the roof 
20 floors above the bank’s main office. 
Letters in the new sign are 12 foot 
high and, altogether, contain 1090 feet 
of neon tubing. 
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Customers Make Own Change 

After being in use for over a year in 
the Kearny, New Jersey office of the 
West Hudson National Bank, a “make- 
your-own-change” arrangement as con- 
ceived by Executive Vice-President Fred 
W. Allen, has proved to the bank both 
its worth and the fact that people are 
honest to a high degree. 

In its operation the device adheres 
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Superlative W EVERY RESPECT 






MODEL 250 BRANDT 
AUTOMATIC CASHIER 


Delivery chute type. 
Coins delivered direct 
to customer, 


MODEL 150 BRANDT 
AUTOMATIC CASHIER 


Trap door type. Coins 
delivered to customer 
by operator, 


Bi. across the country use Brandt Automatic Cashiers 
because of their absolute ciccuracy, great speed and durable con- 


struction. These same attributes have identified Brandts since 1890. 


Two of the new Brandt Automatic Cashiers, Models 150 and 
250, are shown above. Coins are handed to the customer by the 
operator of the Model 150 while coins are delivered direct to the 
customer by the Model 250. Both machines are superlative in 
every respect; their distinctive new features make them without 


equal in Brandt history. 


Install one of these fine new Brandts at each teller’s window. 
We shall be pleased to quote trade allowances that will be granted 
on your present coin handling equipment when traded in on the 


purchase of new Brandt Automatic Cashiers, the finest ever made. 


BRANDT AUTOMATIC CASHIER COMPANY 


WATERTOWN © WISCONSIN 


**Brandt'' and ‘‘Cashier’' registered United States Patent Office and Canadian Trade Marks Office 
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Back in the war years reference to B17 
meant only one thing—the good old 
dependable bomber that made things so 
unpleasant for the enemy. As used here, 
it refers to a simple but functional sort 
symbol printed on a bank check to 
indicate that the maker's name begins 
with Bli-Bn, and its purpose is to assist 
bank people to fine sort to the books 
with greater speed and accuracy. 


Some large banks use a small number 
of single letter symbols to give them a 
rough sort to the bookkeeping divisions, 
in each of which there might be ten or 
fifteen ledgers. A few banks now are 
using the fine sort symbols which break 
down to parts of the individual ledgers. 
i A large number of banks are now con- 
templating the adoption of these fine 
sort symbols, and it is this far-flung 
interest which makes the subject news- 
worthy. 





B17 

























If, as is indicated, banks are going to 
print sort symbols on their checks to 
facilitate check handling, they might 
just as well print the customer's full 
name because the additional cost would 
be infinitesimal and the printed name 
would have some considerable customer 
relations value. A few of our customers 
are doing this now and a number of 
others are considering doing it. Appar- 
ently this business of sorting checks by 
inexperienced people is quite a headache. 


Well ...where we come into the pic- 
ture is in the execution of the thousands 
of small, individual orders required 
when sort symbols have to be imprinted 
—usually one hundred checks to the 
order. We know how to give service on 
small packages. We have the facilities 
to do it well. Whether you require 
10,000 such orders per year, or 100,000, 
we are mentally attuned and physically 
equipped to provide top-notch service. 








CLIFTON , PAOLI, 
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CHECK PRINTERS 





Manufacturing Plants at: 






CLEVELAND, CHICAGO, KANSAS CITY, ST. PAUL 


a a ee a SR 











LOANS 


Participation in loans exceeding a 
bank’s legal lending limit and ex- 
change of information concerning 

new types of loans is an impor- 
tant phase of our Correspondent 

Bank service. 








Sf, 


Public National 


BANK AND TRUST 


COMPANY of New York 
Viain Otic Broad “treet 
Ne Yor N ) 
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ARIZONA BOUND? 


Visitors love Arizona—and 
we love visitors! Send your 
friends and customers to us. 
We'll see that they get the 
same personal attention you 
give them ‘‘back home.”’ 


SERVING “74 ARIZONA 


33 FRIENDLY CONVENIENT OFFICES 
Home Office — Phoenix, Arizon 


MEMBER FEDERAL DEPOSIT CORP ? 

















Bank time saver 


strictly to the honor system, is located 
in a conspicuous part of the bank lobby, 
and is maintained with a supply of 
about $25 in coins of quarter-size or 
less. 

Mr. Allen reports that through this 
service the change maker has brought 
much good will and benefit by saving 
the time of the customers and employees. 
There has been less than a $35 loss. 
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Scoring With Films 


An outstanding public relations event 
was promoted by The First National 
Bank of Portland, Oregon during the 
annual Oregon fair at Salem in Sep- 
tember when the bank for six days gave 
continuous programs of technicolor mo- 
tion pictures. Ford E. Watkins, assistant 
vice-president of the bank, has estimated 
the attendance was well in excess of 
13,000 persons. 

In order to perform 
public service, the bank 
to do extensive preparatory “spade 
work.”’ There were numerous details 
to handle in the procurement of and 
insurance on the films and in contract- 
ing for the operators who worked from 
10 A.M. to 8 P.M. Six of the First Na- 
tional’s field agricultural representatives 
acted as day chairmen. 

A total of 63 films were obtained from 
the libraries of 38 different corporations 
all over the country to augment the 
bank’s own film, “The Banking Story.” 
Some of the film-contributing companies 
were the Richfield Oil Corporation, Los 
Angeles, with films on the ‘Natural Re- 
sources of Oregon” and “Washington’’; 
the Reynolds Metals Company, Louis- 
ville, Kentucky, a film on “Pigs and 
Progress’; General Mills, Minneapolis, 
a film on “Food as Children See It.” 

Said Mr. Watkins in recapping the 
event: “American business has a great 


this notable 
was required 


| story to tell and we are proud to have 





had the privilege of bringing it to our 
people.” 
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Ideas in Publications 


A. B. A. Regional Aid. As a means of 
urging the formation of regional clear- 
house associations as an effective method 
of increasing cooperation among banks, 
the American Banking Association re- 
cently published a 20-page book, “Re- 
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gional Clearinghouse Association Organ- 
ization Manual,” which outlines the 
steps to be taken. 

Old fashioned publicity. Purposely 
avoiding slick paper stock, typography 
perfection and fancy illustrations, the 
Madison (New Jersey) Trust Company 
believes it is getting closer to and a 
better response from its customers by 
the use of an unpretentious booklet. 


Entitled “A Little Story About the | 


Madison Trust Company,” the book is 
of typewritten paragraphs, using simple 
line drawings. 

A typical paragraph reads: “WE 
HAVE AN IMPOSING BUILDING— 


of stone... high ceiling . . . marble 
trimmings .. . but what counts for more 
than these is our personnel, and. we 


believe we have a friendly, co-operative 
group in our shop...” 
Banking “Beginnings.” This is the apt 


title of a 26-page booklet which traces | 
the history of banking in the State of | 
Nebraska, as prepared for the Nebraska | 


Bankers Association by state director 
of banking J. F. McLain. 

In a foreword to the book by N. B. A. 
president William N. Mitten and secre- 
tary Carl G. Swanson, “Beginnings” is 
termed a “significant story containing 
important, memorable happenings—a 
story which should be known to those 
who will be operating our banks in the 
years ahead.’’ 

Post Cards. 
murals adorning The Tucker County 
Bank, Parsons, West Virginia, are re- 
produced by the bank in 3% x 5%” 








Postcard of a bank mural 


glossy postcards for “give-aways” to 
customers. The cards depict local scenes: 
a waterfall, a river and a mountain- 


valley scene. The reverse side is im- | 


printed with the bank’s name and an 
invitation to visit the bank to see the 
original murals. 

Officers’ Guide. Declaring it has never 
been a policy to “set up hard and fast 
rules” in an official manual, yet realiz- 
ing the need for “an informative effort 
to emphasize each officer’s legal and 
moral responsibilities,’ The Valley Na- 
tional Bank, Phoenix, Arizona has 
published a compact, vest-pocket size 
booklet, “A Guide for Officers.’”? The 
book is in two parts: a section devoted 
to the legal and policy requirements of 
the officers; and a section defining the 
duties of the officers in matters of cus- 
tomer relationships. A survey by Valley 
National disclosed few western banks 
had any book of similar nature. Many 
banks have written for copies, which are 
offered free. 
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The large photographic | 





| Finger grip never 
touches ink. No chance 


for ink to touch you. 







TO SELECT OR 
REPLACE ... HERE'S 


‘Ink - Locked'’ against 
ALL YOU DO 


accidental spillage. Can't 
leak. Won't flood.As easy 


to clean as a saucer. 


Base holds 40 times 
more ink than ordinary 
fountain desk pen sets. 






Single and double sets im 
service and executive models 
to harmonize with any desk. 








Only a few of the more popular point styles shown. All points instantly replaceable in case of damage. 


ASK YOUR STATIONER FOR A DEMONSTRATION 


Gsterbrook 


“444” DESK PEN SETS 


The Esterbrook Pen Company, Camden 1, New Jersey 
The Esterbrook Pen Company of Canada, Ltd., 92 Fleet St., East; Toronto, Ontario 


COPYRIGHT 1952, THE ESTERBROOK PEN COMPANY 
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New Branches of the First National Bank of San Jose 


How a California bank met the difficult congestion problem in a fast-growing community 


by a carefully ‘planned expansion program 





San Jose, California in recent years 
has experienced tremendous industrial 
and population expansion. By building 
three new branch offices in the fast- 
growing fringe areas of the city, The 
First National Bank of San Jose met 
the difficult problems prevalent in so 
many growing western communities, not 
the least of which are the congested 
traffic conditions and limited parking. 

Looking to the future, Joseph Rogers, 
the bank’s president, visualized the 
downtown business area of San Jose as 
becoming more highly developed with 
the consequent loss of convenient cus- 
tomer parking. Realizing the implica- 
tions involved, the bank management 
decided upon an expansion program. 

All three of the bank’s branches are 
air-conditioned, equipped with drive-in 
teller windows, night depository, and 
provide ample parking space. The cus- 
tomers maintaining accounts at the head 
office may make deposits at any of the 
branches. Deposit slips are mailed back 
with customers’ cancelled checks and 
month-end statements. 

The first new office, the Beverly Bur- 
bank, serves the entire west side of 
the city. A careful house canvass had 
indicated some 30,000 residents, prac- 
tically all of whom owned their homes, 
in the area and with relatively easy 
access to that office. 

The second office, the Mayfair, at 
E. Santa Clara and 21st Streets, serves 
the growing east side residential area 
which extends far into the foothills. 
The branch’s site was laid out to provide 
left-hand drive-in facilities in order to 
eliminate possible accident hazards if 
customers had to drive in on the right, 
then drive out in the middle of the 
block to merge with heavy traffic. 

The left-hand, 20-foot driveway en- 
ables customers to drive in, then drive 
out through exit lanes to join traffic 


Mayfair branch features special drive-in plan 














At First-Willow branch vertical louvers diffuse sunlight 


under the protection of traffic signals. 

A unique feature in the long banking 
room of this branch is the colorful art 
display which dominates the west wall. 
Up to the time of the branch’s erection, 
members of the San Jose Art League had 
no suitable place to display their paint- 
ings for sale. President Rogers offered 
them the use of the bank lobby and had 
wooden display stands constructed for 
the displays, which consist of two hori- 
zontal and four vertical panels to hold 
seven to nine paintings. The displays 
are changed about every two weeks. 

The third office, First-Willow, is on 
South First Street at Willow and serves 
the Willow Glen and southerly section 
of the city. This is a fast-growing in- 
dustrial-business area in which are 
located such large firms as General- 
Electric, American Can, Beechnut Pack- 
ing, International Minerals, etc. 

This very modern structure has ‘at- 


tracted considerable attention from 
visiting bankers because of its archi- 
tectural features and compact facilities 
making it a fully-integrated bank. 

Its unusual architectural design was 
prompted by the fact that the building 
faces west and is exposed to strong sun- 
light. The front wall along First Street is 
entirely unbroken except for a recessed 
window box used for current advertising 
displays. On the northwest facing the 
sun the architects employed vertical 
louvers which have proved so popular 
in large South American cities. Tall and 
adjustable, these louvers are made of 
aluminum and serve to diffuse the bright 
sunlight. The side walls feature floor-to- 
ceiling windows. 

In charge of the three separate 
branches are: George E. Wilson, at 
Beverly-Burbank; W. Russell Carlson 
at the Mayfair, and Charles M. Hayes 
at the First-Willow. 


Beverly-Burbank is “residential”? branch 
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77 years of dependable correspondent service 


NATIONAL BANK IN DALLAS 


MEMBER FEDERAL DEPOSIT. INSURANCE CORPORATION 
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Let us help you answer 
such banking questions as these: 









Can we 
Cee accelerate the 
\s there o" ss flow of our 
easy way to mo 2 cash items 
ae she and collection jee ls 
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manpower? 
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7, o™ How can we 
simplify our operating Mow can we 
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mechanical Mie —-  _—time? 


in Government and 
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service? | DYey-S ellis 


accounting system 
Are provide 
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our insurance 
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& need? 
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These questions and many, many more are asked of us almost daily in our 
relationships with correspondent banks. Should you feel that our back- 
ground of experience can be helpful we will be glad to work with you on 
any banking problem you may have. 

Sometimes this can be done by letter, telephone, or wire. Or perhaps 


a personal visit may be better—either here at our bank or by one of us 
calling on you. 


coverages 


adequate? 


We will welcome an opportunity to work 
with you in whatever way will best fit your needs. 


Continental Illinois National Bank 
and Trust Company of Chicago 


LaSalle, Jackson, Clark and Quincy Stzeets 
LOCK BOX H, CHICAGO 90, ILLINOIS 


Member Federal Deposit Insurance Corporation 
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Holding cup is Assistant Vice-President Albert S. Thomas. Next to him is President Horace C. Flanigan 


Lexington Avenue Office wins 1951 President’s Gold Cup for employee relations improvement 


BRIDGING THE MANAGEMENT-EMPLOYEE GAP 





New Step in STARE RELATIONS 


How a President’s Committee, through direct contacts 
with employees, contributes sharply to staff morale 


ANKS are people. This almost 
B obvious truth, often overlooked 

or even ignored during the years 
of the depression because at that time 
the liquidation of assets and the avoid- 
ance of risks seemed to be the main 
problems of banking, has been receiv- 
ing increasing attention ever since 





COVER PICTURE 


M-mbers of President’s Committee on 
Employee Relations confer with officers 
of Manufacturers’ foreign department, 
after meeting with the 300 employees of 
the department. Left to right, seated: 
Miss Ann Henry, assistant secretary; Lin- 
coln Johnson, vice-president in charge 
of foreign department; William G. Rabe; 
John L. O/’Halloran, vice-president. 
Standing: Andrew L. Gomory, vice-presi- 
dent; S. F. Casko, assistant comptroller; 
Edward C. Maher, assistant vice-president 
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By 
WILLIAM G. RABE 


Chairman of the Trust Committee, and 

Chairman, President’s Committee on Em- 

ployee Relations, Manufacturers Trust 
Company, New York 15, New York. 


shortages of bank personnel first de- 
veloped during World War II. 

It is no accident that wherever bank 
officials gather—as, for example, at 
conventions—the personnel problem 
dominates private discussions even if 
it isn’t the main subject on the speak- 
ing programs, which it often is. Boiled 
down to its essence, the “personnel 
problem” is: How can banks get and 
retain enough employees to do the 
work that must be done? Or, to put it 
another way, how can banks keep 
their employees satisfied so that they 


will remain in their positions instead 
of resigning and going elsewhere? 
It was commonly believed during 
World War II that the personnel short- 
age which developed then was purely a 
wartime phenomenon which would dis- 
appear when the country settled back 
into the ways of peace. But, as every- 
one knows, that did not happen. More 
people had more money than ever be- 
fore, and they needed banking serv- 
ices. Banks therefore needed more 
employees to handle their increased 
volume of business. So did other busi- 
ness organizations. A_ shortage of 
capable employees was inevitable. 
One of the first of the large banks 
to do something about the matter was 
Manufacturers Trust Company, New 
York. Back in December, 1946, the 
late Harvey D. Gibson, then president 
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of the company, appointed a committee 
of five persons—four men and one 


woman—known as the President’s 
Committee on Employee Relations, a 
pioneering group which was destined 
to blaze new trails through the intan- 
gible wilderness that so often separ- 
ates top management from the rank 
and file of employees. 

The idea of the committee was first 
expressed at a dinner of staff officers 
of the company in 1946 by the late 
Alvan E. Duerr, former New England 
schoolmaster who later became a bank 
personnel officer. Said Mr. Duerr: “We 
think our bank is a good place to work. 
Do our employees think so, too? Let’s 
stop guessing. Let’s find out.” Mr. 
Gibson had a short but highly perti- 
nent answer: “Let’s.” 

It is noteworthy that although the 
work of the President’s Committee on 
Employee Relations has been expanded 
by Horace C. Flanigan, present presi- 
dent, its basic philosophy and methods 
of operation have stood the test of ex- 
perience and are substantially the 
same as at the beginning. For that 
reason, a brief quotation from Mr. 
Gibson’s original announcement over 
five ‘years ago will describe the basic 
rationale of the committee today: 

“In a large organization such as 
ours the feeling sometimes prevails 
that the President is so weighed down 
with the heavy responsibilities of the 
company that he is not accessible to 
them (the employees) and their own 
particular concerns. I want to avoid 
that impression. Our Trust Company 
will always be as strong as the men 
and women who do its work, and that 
means all of us. The well-being of our 
employees and their happiness on their 
jobs are of foremost importance, and 
I want personally to assure myself 
that everything possible is being done 
to bring about such a condition. 

“For this reason I have appointed a 
committee . . . which will visit every 
branch office and department .. . and 
report to me directly on the conditions 
under which you work, on your reac- 
tions to your work, and bring to me 
your suggestions as to how we may 
make Manufacturers Trust Company 
a better place to work in and for. 

“T hope that when you talk to them, 
as many of you will, that you will feel 
that you are talking to me, as you 
would be doing if I could be in many 
places at one time. I want you to tell 
them anything you would like to tell 
me. Most of our troubles and worries 
are about things we do not under- 
stand, and I want this committee to 
help you to understand. Some of the 
things that worry you should be cor- 
rected, and you can help me to get the 
information I need to correct them.” 

The committee is composed of the 
following: (Chairman) William G. 
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MY AGE BRACKET IS 1 HAVE WORKED POR THE BANK 


3. Are you satisfied with your working condit 
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1. The President's Committee believes that the «splendid growth of our Bank is the result of the effort = 
and cooperation on the part of our employees, and that it is this growth which has made it possible 
for the Manuafactarers Trust eee Se ae following employee henefits over a period 
of years. 





4, De yen feel that the Officer in Charge of ) 

. interest in the welfare and working conditic 
PLEASE CHECK (BY NUMBER 1, 2, AND 3, IN THE ORDER OF IMPORTANCE) COMMENT: 
THE THREE BENEFITS WHICH APPEAL MOST TO YOU 








0G talization — Paid in full by the honk 
for all employees, their wives, hoshands. and on- 
married children under If years of age. - 
0) Sick Leave — 5. Which of the following most nearly 
absent due to illness. oo Birt { Clb Wialotained t 
4 Resort * sehen! mit maintained bv 
1D Group Life Insarance —- Free life insurance for afl we ot wah ea employees at fonsinal ent H I have a sense of pride working for 3 pee 
employees. to them. - have no particular feelings one way or t 


An extra week's vacation when an employee is beiog 
matriod provided emploved for one year or more. 








Parties —"\nnnat Christma Parties paid in full by 
the hank, ‘ 


Very Hiheral parment of <alary when 


() Pension Plan — Paid for in full by the hank. 

[) Werk Week— 4.45 hour work week with time ant 
a half overtime pay for hours worked aver 35. £ 
a holiday occurs within the work week. overtime is 
paid after 28 hours worked.) 

~) Supper Money —— Pavment of $1.50, whenever it ix 
necessary to work 9 hours in any one day, 

[) Employee Lnass acaitalde in. wowsithle 
amounts to all employees in case of neressity at the 
low rate %. 

Educational Benefits Tuition refunds made he 
bank in fall and in part acemding te marks obtained, 
0) Vacation — Two werks vacation with pay and an 
extra week's vacation after 15 years of emplovment. 
Four weeks’ vacation after 23 \rars of employment, 


<> Real Estate 


"> Safe Deposit Boxes 


2 Checking Accounts —Spevial Checki 


| Office € 
pve hy ban 
“ Publication - 


™) Recreational Activities — Finplovers’ activities 


fully of partially — for by the Dank. Rowling, 
Suimoring skethall, Camera Club. Golf, Table 
Tenis, Solthall, Bridge, Tennis Chib, Shi Club, ete. 
Home having adh isery and appraisal 
service available frre to all employees and member. 
of their immediate family. 


Available to employers at 
half tate, 


oats 


available to all employees at less than ha 


: nifer ns, office coats and smocks 


EMTFECO macazine published 
monthly for the emplovees. 


1 am not proud of the fact that I work for MTC, 
COMMENT; 
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6. In yenr opinion, do you feel the morale ai 
[3] Exeeflent {) Good 


Will vou plea-e explain the reasons for your opiai 














CHECK THE ANSWER WHICH REPRESENTS YOUR INDIVIDU AL. 





OPINION MOST ACCURATELY 





in particular, a pili aan to ‘work? 
If your answer is “No”, please explain a 


2. Do you feel that ne say is doing everything within reasou to make [| Yes 
the Mi iu geveral, and your branch office CI Ne 


7. Have vou any specific suggestion to offer for 
will he consistent with the continued success 





(C1) Don’t know 


























Employees meet with President’s Committee, then fill out anonymous 


Rabe, a director and chairman of the 
Trust Committee; Harry C. Kilpat- 
rick, senior vice-president and also a 
director; (Vice Chairman) Frederick 
K. Teipel, vice-president; Stephen F. 
Casko, assistant comptroller, and Miss 
Ann Henry, assistant secretary, rep- 
resenting the women employees. 


” extending the visit of the Presi- 
dent’s Committee to all Main Office 
departments in the Autumn of 1951, 
President Flanigan emphasized his 
own enthusiastic support of the com- 
mittee’s work and recalled that on 
more than one occasion Mr. Gibson 
had said that the appointment of the 
committee was one of his most im- 
portant acts. 

While in the beginning there ap- 
peared to be resentment on the part of 
some officers who undoubtedly felt that 
there would be repercussions from th: 
committee’s visits, it was encouraging 
to note that once the committee began 
to operate, these fears soon disap- 
peared. In the second year the commit- 
tee’s visits were welcomed as much, if 
not more, by the officers than by the 
employees, since they recognized that 
the role of the committee was prin- 
cipally that of assisting the branch 
officers to obtain the things they 
needed to improve working conditions 
for the employees and thereby make 
their own task of supervision easier. 


tf additionnl space ix nevded, | 





The method of operation of the 
committee may be described briefly as 
follows: 

When visiting an office or depart- 
ment, the committee first makes a 
careful physical inspection of the 
premises, noting anything that needs 
attention. These inspections have re- 
sulted in changes ranging all the way 
from increasing the size of electric 
bulbs in tellers’ cages to modernizing 
and relocating entire branch offices. 
After the inspection, the officer in 
charge calls a meeting of all employees 
and after introducing the committee 
members, absents himself along with 
other officers or managers, so that the 
committee meets with the non-super- 
visory employees alone. The chairman 
extends to the empioyees the presi- 
dent’s greetings and reaffirms the pur- 
pose of the committee, After outlining 
the more important employee benefits 
provided by the company, the meeting 
is thrown open for questions and dis- 
cussion, and the chairman emphasizes 
that a member of the committee will 
also be available to talk with anyone 
privately after the meeting. 

At the end of the meeting each em- 
ployee is given a questionnaire to be 
filled out anonymously. Employees are 
allowed as much time as they wish in 
filling out the questionnaires which, 
when completed, are enclosed in en- 
velopes which are then sealed and later 
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THE FOLLOWING IS AN ANALYSIS OF THE 
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are picked up by a member of the com- 
mittee. Employees are not permitted 
to take questionnaires home with them 
(as some have suggested) because the 
committee believes that spontaneous 
answers are more likely to reflect the 
employee’s real opinion, as there are 
no opportunities for attitudes to be- 
come biased by the influence of outside 
associations or fellow employees. 

Use of the questionnaires has dis- 
closed an interesting pattern: Wher- 
ever good relations between the officer 
in charge and the employees are indi- 
cated by replies to that specific ques- 
tion, complaints and requests for 
changes are few; but where replies 





indicate poor relations between officer 
and employees, all kinds of petty re- 
quests and complaints are made. 


FTER the open meeting in the ab- 
sence of officers, the committee 
then meets with the officer in charge 
and discusses with him the requests 
made by the employees. All compli- 
ances with requests and all requisi- 
tions for physical improvements, after 
joint approval by the officer and the 
committee, are initiated by the officer 
in charge. In this way the committee 
avoids creating the impression in the 
mind of the officer that it is pre-empt- 
ing his authority. Any written requests 
for physical improvements made in the 
questionnaires that were not discussed 
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questionnaire. Results for each office are analyzed on form at right 


at the open meeting are listed in a 
letter from the committee chairman to 
the officer in charge, for his immediate 
attention. A follow-up letter is sent in 
30 days to determine what action has 
been taken on all requests. 

Committee members emphasize that 
the success of their work depends to a 
great extent on the immediate atten- 
tion the employees’ requests receive. 
One can easily appreciate the good will 
management creates when a clerk can 
say that she asked the president of the 
bank for a better light on her desk and 
received it the next day. 

“But isn’t that sort of. thing ‘cod- 
dling’ the employees?” ask the doubt- 
ing Thomases. Not at all, say mem- 
bers of the committee. The committee 
does not automatically grant all re- 
quests. It grants only those which, in 
its opinion, are reasonable and proper. 
When, as is so often the case, the 
things which are troubling the em- 
ployees are simply things that they 
do not understand, the committee cor- 
rects the trouble by a simple and 
straightforward explanation of the sit- 
uation and why it exists. Thus, to a 
large extent, the work of the commit- 
tee consists of maintaining a two-way 
channel of communication between 
menagement and personnel. In their 
talks with employees, members of the 
committee have found that, with very 
few exceptions, bank employees are 


reasonable people, and when adequate 
explanations are made they readily ac- 
cept and agree with policies and prac- 
tices established by management. 

Contrary to popular belief, salaries 
and salary levels are not the key to 
good employee relations. The commit- 
tee has repeatedly found that when the 
supervising officer provides inspiring 
leadership, complaints about salaries 
are few and far between. But where 
the officer fails to provide proper lead- 
ership and inspire loyalty, employees 
often rationalize their dissatisfaction 
by complaining about what they claim 
to be inadequate pay. Indeed, when 
employees resign and explain that they 
are going elsewhere to earn more 
money, that often isn’t the real reason 
at all. A frank, confidential discussion 
will frequently reveal that the real 
reason is dissatisfaction with working 
conditions and particularly with their 
immediate superior. 


HE overwhelming majority of the 

requests or complaints to the com- 
mittee have been of the kind which 
could be corrected simply by having 
the officers and supervisors extend a 
little more courtesy and show a sym- 
pathetic understanding of the personal 
problems of the employees and take an 
interest in their immediate working 
conditions. Most of the other com- 
plaints and requests could be, and 
were, corrected with very little ex- 
penditure. 

The manner in which the employees 
check off their feelings toward the va- 
rious questions in the questionnaire 
are tabulated and serve as the raw ma- 
terial for preparing an analysis sheet 
of each office or department. A consol- 
idated analysis sheet of 4,244 ques- 
tionnaires analyzed in the calendar 
year 1951 shows some interesting con- 
clusions. Eighty percent consider the 
bank a desirable place to work, and 
74% have a sense of pride in working 
for it. On the other hand, only 56% 
were entirely satisfied with their 
working conditions and 33% were 
“partly satisfied.” Eighty-one percent 
felt that the officer in charge took a 
personal interest in the staff, 12% 
thought he did not, while 7% had no 
opinion. 

Another interesting conclusion from 
the questionnaire analysis was that 
group hospitalization insurance for 
employees and their families was the 
most popular of the various employee 
benefits, while the 35-hour workweek, 
with time and a half for overtime be- 
ginning after 28 hours of work in a 
week containing a holiday, ranked 
second. 

The work of the committee, however, 
does not stop with mere correction of 
poor conditions and complaints. To 
be successful, any program of em- 

See STAFF RELATIONS—Page 74 
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The bank reports that its novel method of posting, 
using coupons as the ledger record, provides 


a simplified procedure 


A Plan for Handling 
CHRISTMAS CLUB ACCOUNTS © 


By 
VERNON C. BARTELS 
Vice-President, The First National Bank 
of Chicago, 
Chicago 90, Illinois 


HE First National Bank of Chi- 

cago has always been a firm be- 

liever in the encouragement of 
thrift. In conformance with this be- 
lief, we have welcomed Christmas 
Club accounts as wholeheartedly as 
regular savings accounts. 

This policy is well-known in Chicago 
and the surrounding suburban areas 
and has resulted in bringing us what 
we regard as an impressive volume of 
savings. At the present time, we have 
more than 16,000 Christmas Club ac- 
counts with balances in excess of 
$2,000,000 and over 340,000 regular 
savings accounts aggregating more 
than $427,000,000. 

Our offering of Christmas Club ac- 
counts first became effective for the 
year 1925. Since then it has continued 
without interruption. As the volume 
of business has grown, our methods of 
handling the accounts have been 
changed in the interest of simplified 
procedures. From time to time we 
have introduced such time-and-cost- 
saving steps as changing from weekly 
to bi-weekly club payments, as having 
the customer’s signature card also 
serve as his receipt at the completion 
of club payments and as using a double 
payment receipt stamp for stamping 
both coupon and stub in one operation. 

For the same reasons of economy, 
we have also made changes in handling 
the posting operation. This has in- 
volved three different methods, the 
third having been installed in late 1951 
to handle our 1952 operation. Our 
first method made use of individual 
ledger cards with pre-printed totals 
running down the card ready for date- 
stamping as payments were made. 
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From left: Vice-President Vernon C. Bartels; Walter F. Clow, assistant vices 
president; Harold M. Tracy, supervisor, savings department 


They like the elimination of a numerical sequence sort 


This called for several operations: 
sorting the coupons to numerical or- 
der, pulling the ledger card, stamping 
the payment date and returning the 
card to the file. Our second method 
made use of a ledger sheet with 10 ac- 
counts to a page and spaces for date- 
stamping the payments. This repre- 
sented an improvement over the first 
method but still called for the time- 
consuming task of sorting the coupons 
numerically and stamping the pay- 
ment date. 

Then something over a year ago, in 
time for planning our 1952 program, 
a novel method of handling Christmas 
Club posting was called to our atten- 
tion. This plan makes use of the coupon 
itself as the posting record as shown 
in the top illustration on page 33. 
The coupons are simply inserted in 
pockets in what is known as a pocket 


filing sheet. Since the coupon carries 
the date of payment, the amount of the 
payment, the total amount paid and 
the customer’s account number, it con- 
tains all of the necessary ledger infor- 
mation. 

The idea of using the coupon as a 
ledger record in this manner was con- 
ceived and developed by Rand Mc- 
Nally & Company, Chicago. It is based 
on the use of the filing sheet, folded 
and stitched to form pockets, on which 
the company has a patent pending, and 
an accompanying binder. Both the 
filing sheets and binders are available 
through the company to purchasers of 
its Christmas Club supplies. 

Filing sheets, numbered from 1 to 
50 and 51 to 100 are arranged on 
opposing sheets of the binder as shown 
in the illustration. The numbers are 
placed at the right of the individual 
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The Christmas Club coupons are inserted in the pockets of the 
filing sheets, and show status of accounts at a glance 


pockets and represent the final digits 
of the club account numbers. The 
bank then added its own index tab to 
show the 100 accounts included on the 
two pages. The pages shown, for ex- 
ample, are for accounts numbered 301 
to 400. Thus coupon number 301 
would go in pocket number 1 and so 
on. Each binder provides pockets for 
1,000 accounts and binders are sepa- 
rated by classes of accounts, that is, 
for the $2, $4, $6, $10, $20 and $40 


Important forms used 
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clubs that we offer to our customers. 
Now, let us see how this works in 
actual operation. We can start with the 
fact that Christmas Club payments 
are accepted by all receiving tellers in 
the savings department. As coupons 
accumulate in the cages, they are sepa- 
rated by classes, or color, since each 
class has a different colored coupon. 
They are transferred daily, or more 
often, with a “Tellers Daily State- 
ment” to the Christmas Club cage. 


Here the tellers’ statements are veri- 
fied and control figures established. 

Coupons received by the Christmas 
cage, already sorted by classes, are 
sorted by account numbers, first by 
thousands and then by hundreds. It 
is in this sort by hundreds that a sub- 
stantial timesaving is made in our op- 
eration under the new plan. Whereas 
it was necessary with the former sys- 
tem to go a step farther and arrange 
the coupons in each 100-group in 
numerical sequence, this step is now 
eliminated. 

When sorting and balancing are 
completed in the Christmas Club cage, 
the coupons are ready for inserting in 
the binder pockets in the pre-sorted 
units of 100. The coupons are turned 
over to one of the young women in the 
savings department for this operation. 

The operation itself consists of 
withdrawing the previous coupon from 
the pocket, making a visual check of 
the sequence of payment numbers, in- 
serting the last paid coupon, and bal- 
ancing the number of coupons with- 
drawn with the number inserted. 
Insertions are made in whatever order 
the coupons come to hand. It can be 
observed that it is as easy, for all prac- 
tical purposes, to file coupons 395, 312, 
323 and 308 as it is to file coupons 301, 
302 and so on. It is this factor that 
removes the necessity for the numer- 
ical sequence: sort. The simplicity of 
the operation can be seen in the fact 
that the one young woman handles the 
coupon filing for more than 16,000 ac- 
counts. 

The trial balancing of these binders, 
at two-week intervals, is also a simple 
procedure. A machine list is made of 
the payment numbers shown on the 
coupons, the total is multiplied by the 
class amount and the final figure bal- 
anced with the master control. 

All of our Christmas Club records 
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in conjunction with the new Christmas Club accounting plan 
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Funds seeking a tax haven have gravitated 
to this favored spot, making it a 


financial center 





MONTE CARLI- 





Aras 


ONACO, the tiny Mediterranean 
principality of which Monte 
Carlo is the chief city, is one of 
the financial paradises of this world. 
Only Tangier can compete with it in 
monetary freedom, but Tangier has 
few of the natural amenities which 
make life in Monte Carlo so attractive. 
There is no income tax in Monte Carlo, 
and no inheritances taxes when estates 
go from parents to children; even if a 
man left his money to maintain a home 
for dogs the taxes would only amount 
to 16 per cent. Under these circum- 
stances, it is no wonder that thousands 
of people in countries overburdened 
with income and inheritance taxes 
would like to get their money into 
Monaco. In this, however, they en- 
counter many snags. 
With only six square miles of terri- 
tory, and with about 25,000 permanent 


BY 
FRANK PLACHY 


London Correspondent 


inhabitants Monte Carlo is a financial 
center of international importance. 
Many of the most important banks of 
Britain and the Continent have 
branches here, and the others are in 
correspondent relationships with the 
local Monegasque banks. Barclays 
Bank (France) Ltd., which is a sub- 
sidiary of Barclays Bank, Ltd., of Lon- 
don, and Lloyds & National Provincial 
Foreign Bank., Ltd., which is jointly 
owned by Lloyds Bank, Ltd., and the 
National Provincial Bank, Ltd., of 
London, have important branches here. 
The staffs are largely Monegasque and 
French. Thus three of the so-called 


Mt Nonetary Freedom 


British “Big Five” are directly repre- 
sented in Monte Carlo. 

Among the French-owned banks 
with Monte Carlo branches are the 
Credit Lyonnais, Banque Nationale 
pour le Commerce et I’Industrie, Comp- 
toir National d’Escompte de Paris, and 
Banco di Roma. 

In all, ten banks of international im- 
portance have branches in Monte 
Carlo. The only American financial in- 
stitution in the neighborhood is the 
ever-present and ever-useful American 
Express Company, which has a branch 
in Nice, about 12 miles from Monte 
Carlo. 

While Monte Carlo seems an ideal 
spot for a bank man to work, it has not 
always been so. The Second World War 
brought plenty of troubles for the 
British and French bank branches in 
Monaco. Only a few miles separate 
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Jointly-owned Lloyds & National Provincial Foreign Bank, Ltd. 





Branch of Barclays Bank (France) Ltd. faces Casino 
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World-famed Monte Carlo 


Monte Carlo from the Italian border 
and there is only the French town of 
Mentone in between. In 1940, when 
Mussolini decided to get into the war, 
the Italian army at once occupied Men- 
tone. With the Italians on the doorstep, 
and the war with Germany seemingly 
far away in the north, the Italian 
danger appeared, and for the moment 
no doubt was, much greater than the 
German one. 

As is the case with most British and 
Continental banks, the banks in Monte 
Carlo held many securities in safe 
custody for their customers, as well as 
boxes holding private papers and other 
valuables. For fear that these would be 
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Casino, temple of chance 


looted, the banks removed these to the 
interior of France before the outbreak 
of war. All these valuables came 
through the war safe, in marked con- 
trast to those elsewhere in Europe and 
were eventually returned to their 
owners. The Germans and Italians 
more or less respected the neutrality 
cf Monaco, although they did arrest a 
few people there in spite of the pro- 
tests of the Monegasque Government. 

Monte Carlo came through the war 
materially undamaged except for one 
shell, believed to have been fired in 
error, which destroyed the post office. 
Some of the pre-war Anglo-American 
Colony sat out the war in Monte Carlo, 


but they had hard going. A large part 
of the food consumed all along the 
Mediterranean coast comes from the 
north of France. As the Germans al- 
lowed little or no food to pass from the 
occupied to the unoccupied zone in 
France, the residents of Monte Carlo 
were never very far from starvation. 

Monaco has a history which is 
unique. It is a natural fortress and 
until the construction of the railway 
linking France and Italy in the last 
century was practically unapproach- 
able except by sea. It was at one time 
occupied by the Phoenicians and later 
by the Greeks. In 968 it came into the 
possession of the famous Grimaldi 
family of Genoa, and except for a short 
break at the time of the French Revo- 
lution has been ruled by that family 
ever since. 

For centuries the Monegasques were 
famous seaman and for a long period 
all traffic passing up and down the 
Mediterranean had to pay a tribute of 
2 per cent of the value of the merchan- 
dise to Monaco. Monaco was of finan- 
cial importance even in the Middle 
Ages when its royal mint used to turn 
out gold and silver coins for a number 
of the small countries which consti- 
tuted Europe at that time. 

The British like to feel that their 
country has never been invaded since 
the Norman Conquest in 1066. The 
truth is, however, that in 1338 Charles 
Grimaldi, Prince of Monaco at that 
time, joined his Monegasque naval 
galleys to the fleets of France and 
Genoa, and together they raided South- 
ampton. The town was completely 
plundered and with his share of the 
loot Charles added the towns of Men- 
tone and Roquebrune to his Monecan 
territory. These towns are now in 

See MONTE CARLO—Page 79 


FRENCH ... Several of the large banks have branches in tiny Monaco 


Beausoleil branch, Credit Lyonnais, on the French border 
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Ultra-conservatism had meant low earnings. 


missed opportunities 
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HEN we step back and look at 

the changes that have occurred 

in our bank during the past 
dozen years, we recognize that this 
single institution might be used as a 
case study of changes that have been 
developing among banks throughout 
this country. It just happens that we 
got the idea a little later than some 
banks, and then we went ahead with it 
faster than has perhaps been general. 
So it may be that a brief account of 
our experience could prove helpful to 
a few other bankers who are contem- 
plating the possibilities of going into 
comparable programs. 

Prior to World War II this bank had 
much the same experience as a lot of 
other county-seat banks. Deposits in- 
creased, though not with any startling 
speed. Loan demand among local mer- 
chants, which previously had been the 
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HARRY E. ROGIER 
President, The First National Bank 


of Vandalia, Vandalia, Illinois 


backbone of our earnings, dwindled as 
local retailers adopted fast turnover 
policies on their inventories and as 
merchandising chains from larger 
financial centers took over an increas- 
ing proportion of the town’s trade. 
The consequence was that a lot of 
money formerly loaned locally was 
freed for other uses. Some of this 
went into government bonds. Consid- 
erably more of it lay idle in corre- 
spondent bank accounts because man- 
agement and directors could not accu- 
tom themselves to the idea of putting 
so many eggs in one investment bas- 
ket, particularly with that basket’s 
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safety contingent upon federal fiscal 
policies. The situation was intensified 
by the average age of the bank’s offi- 
cers and directors, which was probably 
about 70 in 1940. 

No great imagination is required to 
visualize the effects upon bank earn- 
ings, salaries, and general goodwill. 
It was difficult to earn the $10,000 re- 
quired for the annual dividend pay- 
ment of 10% on $100,000 capital stock. 
Combined salaries of the president and 
cashier would not necessarily attract a 
desirable teller today. The people of 
Vandalia and Fayette County regarded 
the bank—with a great deal of justice 
—as unwilling to take a chance to pro- 
mote the community and interested 
chiefly in the safety of principal. 

As a teller in that ultra-conservative 
bank I not only felt the consequences 
of these policies, but also I saw the op- 


Progress has been largely founded on installment credit, including farm equipment loans 


Farm equipment dealers obtaining order for a combine 


from a local farmer 











Mr. Rogier, left, and Cashier Harold Hartwick, seated 


at right, review farmer’s financial statement with the dealers 
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New policies have paid off in vastly improved earnings, growth 


portunities we were missing. There 
was relatively little account activity, 
and so I was not worked very hard. My 
salary was so low that I needed more 
income. To fill in my time and pocket- 
book I began writing insurance as a 
sideline. This brought me face to face 
with a condition that cost me money: 
when some automobile insurance cus- 
tomer needed another car, he was like- 
ly to buy it from a dealer who would 
finance it through a finance company 
which then would write the insurance. 

Scratching around for facts about 
automobile finance, I learned that the 
finance companies made excellent. re- 
turns on their money and seldom suf- 
fered a commensurate loss. I can still 
remember vividly the horror with 
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which my superiors at the bank greet- 
ed my suggestion that the bank should 
make automobile purchase loans re- 
payable in installments. The very idea 
seemed shot through with so much risk 
that it endangered the stability of the 
bank, and I hastily withdrew the sug- 
gestion in the interests of better bank- 
ing and of holding my job. 

But next time a solid fellow among 
my insurance clients told me he was 
going to buy a new car at one of the 
agencies which always grabbed the in- 
surance, I offered to lend him the 
money to pay for his car and colleet 
on the same terms as the finance com- 
pany. I got several such customers 
on my personal books before all my 
own savings were tied up in automo- 








bile paper. What’s more, they all paid 
off promptly, leaving me richer by the 
interest plus the insurance commis- 
sions. I kept it up to the limit of my 
personal funds, and did pretty well at 
it—never a loss at any time. With my 
small capital I could afford to be choosy 
about who might borrow from me. 

In 1940, I became cashier of the 
bank. At the time its statement totals 
were $1,669,000, of which deposits 
were $1,500,000. Resources included 
loans and discounts $317,000, bonds 
$595,000, and cash $710,000. 


UR first step was to place our in- 
vestment problem in the hands of 
a St. Louis institution which was far 
better equipped to know the bond mar- 
ket than we ever could hope to be. With 
that out of the way, we set about build- 
ing up our loans and discounts to em- 
ploy just as much of our resources as 
we could profitably put to work. 

It was relatively slow going, for a 
number of reasons. The most immedi- 
ate hurdle in our way was the univer- 
sal opinion in the community that 
there was no use applying for a loan 
because the bank would turn down the 
application. Just as we were making 
some progress on that one and were 
building up a nest egg of installment 
paper, along came Regulation W, the 
curtailment of hard goods production, 
and the consequent drying up of re- 
tail installment credit demand. We see- 
sawed along with loans and discounts 
close to $450,000 from 1941 through 
1944, which was itself something of an 
achievement under the circumstances. 

In 1945 I became president of the 
bank. With the war over, we got down 
to the serious business of building a 
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Daily news broadcast from lobby promotes small loans 


real volume of good loans. There was 
some upturn of commercial demand, 
you will remember. But as we saw it, 
the big opportunity confronting any 
bank was to bring its credit facilities 
out to where they would serve the en- 
tire community’s financial needs, not 
just the merchants along the main 
street and the elevators along the rail- 
road tracks. In brief, we set out to 
make our bank an integral part of the 
community. 

It seemed plain that this would re- 
quire us to build largely on installment 
paper of one sort and another. In a 
farming community, we saw farm ma- 
chinery as one major source of desir- 
able business. Automobiles were an- 
other. There were various electrical 
items ranging from radio receivers to 
freezers. Finally, there was the per- 
sonal loan business. 

Farm equipment turned our atten- 
tion to the potential volume in farm 
production loans and to loans for other 
agricultural purposes. 


HE opportunity in farm equipment 
installment paper was emphasized 

by a swing that occurred at about this 
time in that industry. Many of the 
large manufacturers had made a prac- 
tice of financing all of the dealer paper 
they could get, in fact had made sub- 
stantial profits from this source. But 
for various good reasons some of the 
leading companies began to withdraw 
from this activity and to turn to the 
banks to perform the function. The 
door was wide open, and we walked in. 
For one thing, we made it a point to 
get well acquainted with the farm ma- 
chinery distribution people—the block 
men, the regional credit men, and to 
the extent we were able, the folks in 
their home offices. We found out all 
we could learn about the ways to get 
this business, how best to serve it, and 
the pitfalls to be avoided. We took all 
of the literature and sound advice we 
could get. And we left with these peo- 
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ple complete belief that our bank would 
go ahead full steam with a financial 
service which would fit the needs of 
their dealers and their customers. 
The consequence was that dealers 
not only in our community but also 
from quite a few miles distant began 
dropping in to see whethér they could 
get together with us to our mutual ad- 
vantage. Generally, they could.: Also, 
our officers began visiting the outstand- 
ing farm equipment dealers to tell them 
of the service we offered and how they 
might use it. When a dealer decided 
that we could help him sell tractors 
and combines and corn pickers, the 
problem was well on the way to being 
solved. They learned what kinds of 
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paper we wanted and the terms we 
would offer. Presently they discovered 
that we did exactly what we agreed to, 
that we were eager for good paper. 

Looking back to the beginnings, it 
now is clear that we were needlessly 
cautious. If we had it to do over again, 
however, I think we would do it the 
same way as before. It is much better 
to start on a new enterprise with con- 
siderable caution and not to branch 
out until the early doubts have been 
resolved by experience. 


T first we took farm machinery 
paper only with recourse on the 
dealer. Some of the dealers disliked 
that aspect of our service, and said so. 
After we had been at it long enough to 
learn for ourselves that a deal which is 
good for the purchaser can be relied on 
to pay out promptly and in full, we 
changed our policy. We decided that 
we do not want to finance any deal un- 
less it measures up to this standard. 
We adopted an easier way to provide a 
margin of safety. 

Instead of recourse, we now hold 
back a small reserve against each 
dealer loan. At the end of six months, 
we refund to the dealer as much of 
this total as exceeds 5% of his total 
paper outstandings in our hands, less 
any losses or costs of possession, re- 
taining a minimum of $1,000. Actu- 
ally we have had no losses, and the one 
repossession that we got into yielded 
a net profit of $125. 

Our record systems have been built 

See COUNTRY BANKING—Page 77 
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Good farming 


Is yYOur 
best truck 
collateral 


Yes, more so than ever before, al- 
most every farmer is a “trucker.” 
Depending on his location, acreage, 
and his stock or crops, he is likely 
to own anything from a one-half 
ton pickup truck to a heavy-duty 
stock-rack ... or even a “stable” of 
two or three trucks. 


Motor trucks are part and parcel 
of today’s farming and because 
they are so essential to farm pro- 
duction and distribution they con- 
tribute to the security and well- 
being of each and every one of us. 


Your local International Truck 
dealer makes International Trucks 
available to your community. They 
are a sound investment source for 
bank funds. 


The banker who underwrites 
this type of financing performs a 
significant community service. In 
effect, he strengthens all local 
transport facilities. He also invests 
his bank’s funds in very profitable 
loans. 
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Franklin Institute — catalog of America’s scientific and 


industrial achievements. In our sphere of things, 
we try to make The Pennsylvania Company a catalog 
of the newest proven banking methods. Perhaps that’s why | 








we have such a large Correspondent Bank “family.” 
From air mail check clearances to securities transactions 
we aim to be fast, be right, be cordial. | 


May we expect you by next time you're in town? 


The Pennsylvania Company 


for Banking and Trusts Founded 1812 


Serving more people more ways than any other Philadelphia bank 1 


23 offices, Philadelphia and suburbs Member Federal Reserve System - Federal Deposit Insurance Corporation | 
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Interest Reporting 


The Bureau of Internal Revenue has 
under consideration a brief submitted 
by the American Bankers Association 
asking that the Bureau change its 
mind about requiring banks to report 
all interest payments amounting to 
$100 annually. There are indications 
that the Bureau will amend the plan 
in response to the bankers’ plea. 

As tentatively set out in the official 
Treasury announcement of the propo- 
sal, every bank would be required to 
identify each person to whom the in- 
terest was paid in the course of a tax- 
able year. This feature of identifying 
the person rather than the account 
was the principal point of contention 
in the A.B.A. brief. It was also con- 
tended that the $100 figure is too low. 

The difficulty of associating ac- 
counts with persons was described par- 
ticularly as it affects branch banks. 
There would be costly comparison of 
signature cards of people having sim- 
ilar names, just to see if some cus- 
tomer received interest from more 
than one account, adding up to $100. 

The present bank reporting figure 
of $600 has been criticized by savings 
and loan organizations, whose institu- 
tions have been on a $100 dividend 
reporting basis for some time. While 
not directly asking the Government to 
bring banks into an equivalent situa- 
tion, the savings and loan leagues have 
not been reticent to discuss what they 
consider a “discrimination.” 

Regulation writing is a relatively 
slow process at the Bureau of Internal 
Revenue, and a great deal of it is back- 
logged in the official channels. For this 
reason, there appears to be some de- 
lay in prospect, before the final regula- 
tions are issued. There are hopeful 
signs that the Bureau will agree to set 
the reporting figure at about $300. 
This would be a welcome concession, 
according to A.B.A. officials in Wash- 
ington, but they would be much more 
pleased if the Bureau would yield on 
the account identification point. 
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Savings-Loan Branches 

By granting a second branch to the 
Capitol Federal Savings and Loan As- 
sociation of Topeka, Kansas, the Home 
Loan Bank Board made it clear how 
its policy of abiding by State branch 
laws is to be interpreted. 
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By JOHN DONOGHUE 


Washington Correspondent 


Kansas is a State with an airtight 
branch banking law. But Kansas law 
does not expressly forbid the branch- 
ing of a State-chartered savings and 
loan association. Accordingly, the 
Board did not feel any obligation to 
deny the Capitol Federal its new 
branch. 

General Counsel T. Wade Harrison 
of the Board said that the Board 
would refuse to grant a branch to a 
Federal association in a State whose 
constitution or statutes made a branch 
unlawful for any State-chartered insti- 
tution which might compete with the 
Federal in the solicitation of savings 
and the making of home mortgage 
loans. 

It has become obvious, by the record 
of branches granted, that a State’s 
anti-branch laws must have real teeth 
in them before the Board will consider 
them binding. An administrative pol- 
icy regulation or custom, no matter 
how long-standing, will not suffice. A 
high Board official said, “A ukase 
won’t do; it has to be law.” 

Moreover, the Board considers its 
hands untied if there is a_possi- 
bility that State-chartered institutions, 
either banks or savings and loan asso- 
ciations, may get around the anti- 


branch laws by means of holding com- 
panies, banking chains, or “other eva- 
sive devices.” 
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Shareholders’ Insurance 
For several years, Chairman Maple 
T. Harl of the Federal Deposit Insur- 
ance Corporation has advocated some 
form of insurance policy that safe- 
guards bank shareholders against 
losses due to defalcations. Now that 
dream appears about to come true. 
The original idea as put forward by 
Mr. Harl in 1946, shortly after he took 
office, was called “asset insurance,” de- 
signed to hold an umbrella of protec- 
tion over the left hand column of the 
financial statement. It was conceived 
as a counterpart to deposit insurance, 
protecting the bank while F.D.I.C. 
coverage protected the depositors only. 
As the idea developed, through the 
media of private and semi-public dis- 
cussion, it became apparent that the 
insurance of bank assets against de- 
terioration would be tantamount to 
writing a blanket insurance contract 
against economic depression. It seemed 
just too much to contemplate, partic- 
ularly as a private venture. 
Moreover, as a matter of political 
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reality, it appeared futile to undertake 
a plan of Government-supported insur- 
ance of bank assets. The people are al- 
ready protected up to $10,000, it was 
pointed out, and there is nothing 
further to be done in that direction. 
For the Government to provide safe- 
guards against the risks taken by 
stockholders would be indistinguish- 
able from the natianalization of bank- 
ing. 

These considerations led to a reap- 
praisal of the original plan. Instead of 
trying to insure the assets, could the 
problem be narrowed down to more 
_ specific risks and less dollar volume? 





The answer that emerged was based 
on a recognition that the chief hazard 
in banking today is not economic de- 
pression but internal bank crime— 
embezzlement. A count of the banks 
that have disappeared from the scene 
in the past decade shows a very small 
proportion that went down through ill- 
fated investments; deliberate defalca- 
tion or aggravated negligence has been 
a factor in nearly all such cases. Ac- 
cordingly, the plan was gradually 
boiled down to providing safeguards 
against embezzlement, as a sort of 
blanket excess surety bond. 

Then the question arose: How much 
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coverage to provide? Here the answer 
seemed more easily pinned down. The 
all-out losers in a major defalcation 
are the shareholders of the bank. 
Would it not be prudent for bank 
shareholders to form a mutual protec- 
tive association, underwritten by a 
private insurance company or reinsur- 
ance system? 

In Chicago, late in September, the 
formation of such a mutual associa- 
tion was announced. The Bank-Share 
Owners’ Advisory League was launch- 
ed by “a group of persons” who were 
dedicated to “a definite constructive 
program designed to reduce embezzle- 
ment losses, to protect shareholders 
in the event such losses do occur, and 
to recapture lost industry prestige and 
public confidence.” 


VIX¥ 


Protection for stockholders 


Heading the new League as presi- 
dent is J. Ross Humphreys, president 
of the Central National Bank in Chi- 
cago. He states that the advisory 
service will furnish member banks 
with loss prevention bulletins, audit 
questionnaires and surveys, and in- 
ternal control methods that have 
proved successful in reducing dis- 
honesty losses. 

An optional benefit available to 
League members is an excess employee 
dishonesty insurance policy which 
covers banks against losses in excess 
of their blanket bond coverage up to 
$1,000,000. A feature of this policy 
is that it has a discovery clause which 
covers against losses occurring before 
issuance of the policy but discovered 
after the policy is in force. 

Further details regarding the 
League are contained in the brochure 
illustrated above. 

Washington supervisory officials, 
particularly those of the Federal De- 
posit Insurance Corporation, say they 
are delighted to witness the birth of 
the new organization. 
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Accelerated Training 

Washington bank supervisory agen- 
cies have laid hands on the oars of 
banking’s speed-up training cruise. 

Increased activity by State bank- 
ers’ associations for training the com- 
ing generation of bank officers, sup- 
ported by the step-up of training pro- 
grams of the American Bankers Asso- 
ciation, is now matched by a brand 
new seed-bed of banker talent fostered 
jointly by the Federal Reserve Board, 
the Federal Deposit Insurance Corpo-- 
ration, and the Comptroller of the 
Currency. 

The new Washington training school 
is designed to equip junior bank ex- 
aminers with working knowledge of 
how banks operate. To accomplish this, 
the Federal Reserve Board has estab- 
lished a dry-run model bank within its 
walls, completely equipped with all the 
apparatus of banking including a com- 
plete set of bookkeeping equipment. 

The new _ school for examiners 
opened up with a class of 36 students, 
comprising three from each Federal 
Reserve district. One district student 
is nominated by each of the three Fed- 
eral supervisory agencies. The initial 
class is frankly regarded as experi- 
mental. If results are deemed encour- 
aging, future enrollments in the 
5-week course will be enlarged. 
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VA-Guaranteed Mortgages 

The Veterans Administration 4 per 
cent home loan program has picked up 
considerable speed since its May 1952 
doldrums, but not enough to satisfy 
VA loan guaranty officials. 

In May the number of applications 
for 4 per cent loan guarantees dropped 
to a low of 22,285. By September, the 
situation had improved to the point 
where 28,000 veterans obtained home 
financing in that month alone. 

New legislation appeared to be more 
a factor in the pick-up than improved 
market conditions. Just before ad- 
journing, Congress passed legislation 
broadening the Servicemen’s Read- 
justment Act so as to include Korean 


war veterans among the beneficiaries | 


of the law. 

The National Association of Real 
Estate Boards supported the Veterans 
Administration description of a “gen- 
eral tightening up of the mortgage 
market.” By the end of July, it pointed 
out, the number of communities re- 
porting money readily available for 
purchasers with GI loans had dropped 
to 4.2 percent. Two months earlier, the 
figure was 11.4 percent. 

One characteristic of the GI mort- 
gage market which elicited official 
comment was its “out-of-balance” 
condition geographically. This means 
that the money is available, but not in 
the places where it is most needed. 
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“This geographical unevenness is 
not unique in the GI loan field,” the 
VA said, “but has always been a gen- 
eral characteristic of the over-all 
mortgage market.” 

Nevertheless, the VA has been un- 
willing to consider this “unevenness” 
as a condition that has to be lived 
with. At least not in Connecticut 
where a strongly worded threat was 
flashed at commercial and savings 
bankers that the Government’s direct 
loan resources would be brought into 
play if lenders did not make more GI 
loans. 

On September 4, Edward O’Meara, 
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FIFTIETH ANNIVERSARY YEAR - 


Veterans Administration loan guar- 
anty officer for Connecticut, addressed 
a letter to State Bank Commissioner 
L. K. Elmore, expressing his concern 
over the “increasing difficulty” experi- 
enced by veterans seeking 4 per cent 
mortgage loans. 

“As time goes on and it becomes 
more difficult for these veterans to 
share in the benefits of the law as pro- 
vided by the Congress, I feel some 
way will be found to carry out the pro- 
visions of this law. ... 

“As you know I have been person- 
ally reluctant to request any allocation 
of funds to this State for a direct loan 


program,” Mr. O’Meara continued, 
“but the increasing number of com- 
plaints received by mail, telephone and 
personal visits from veterans who are 
unable to obtain a GI mortgage loan, 
creates a situation and points out a 
condition from which it appears to 
me the only alternative is direct lend- 
ing to these veterans by the Veterans 
Administration in the State of Con- 
ecticut.” 
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Above—a'‘big bank” for 
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the First National 
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In mid-October, Treasury statisti- 
cians gazed upon their savings bond 
sales computations with happy eyes. 
After quickly verifying their figures 
they realized it was true—during the 
week ended October 15 the Savings 
Bond Program took in more money 
from sales than it paid out in redemp- 
tions. The income was $81 million, the 
outgo $79 million. For the calendar 
year to October 15, it was $3,312 mil- 
lion sold to $4,148 million redeemed. 


* 


The World Bank found a ready mar- 
ket for its $60,000,000 issue of 31%- 
percent general purpose bonds. They 
were marketed on a negotiated under- 
writing basis with a syndicate of two 
principals and 139 other banking 
houses. 
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Savings and loan representatives 
were gratified by the attentive recep- 
tion they received at the Bureau of In- 
ternal Revenue when they came to 
comment on the proposed new regula- 
tions on taxation. Most of the protests 
entered by the savings and loan asso- 
ciations and the mutual savings banks 
had to do with the method of setting 
up loss reserves. The Treasury learned 
(the hard way) that it takes fancy 
legal footwork to set up a code of loss 
reserve standards that is fair to all 
concerned, and yet harmonizes with 
the laws of each of the 48 States. A 
strong plea was voiced for rapid ac- 
tion in publishing the new regulations, 
for banks and savings and loan asso- 
ciations will have to convene their di- 
rectors and take corporate actions so 
as to be ready to operate under the 
new tax schedules at the beginning of 
1953. 


* 


Wright Patman, a Congressman 
from Texas and chairman of the Joint 
Economic Subcommittee on credit and 
monetary policy, has formed the “defi- 
nite conclusion” that the Federal debt 
of $265 billion “will probably never 
be paid.” 
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It was shortly after the bank opened that a young man 
entered and requested to see the president. Explaining 
that he and his brother planned to go into the cattle 
business, he presented a $9000 draft on a well-known 
New York bank. 

As a routine check, wires were immediately sent to 
New York, and replies were received the following 
morning. ‘The banker’s agent and the New York bank 
both verified the genuineness of the draft. 

The brothers arrived shortly thereafter and took 
| payment of $1000 in cash and the balance in $1000 
| certificates of deposit. A few days later, the president 

was stunned by a dispatch from New. York. The draft 
which he had mailed for collection was worthless. 

A frenzied search of the local telegraph office records 
revealed that the Emporia bank’s outgoing messages 
had been transmitted and replies duly received. But, 
when the next principal station was contacted, it was 
discovered that the messages had not passed through 
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The telegraph swindle of the First National 
Bank of Emporia, Kansas, 1867. 


BANK BILKING BY WIRE 


Investigation disclosed that the telegraph lines had 
been cut. With the aid of pocket instruments and an 
expert knowledge of telegraphy, the Cowdrey brothers 
had intercepted the messages to New York and deftly 
tapped out the bogus replies to Emporia. Only a dead 
camp fire, torn bits of messages and an unopened can 
of sardines remained as evidence of their recent swindle. 
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No matter how careful a bank may be, ingenious crim- 
inals still find ways to rob and defraud. As has always 
been the case, the only truly sound protection lies in a 
well-planned insurance program. 

The scientific 4itna Plan of Risk and Insurance 
Analysis is specially designed to take the guesswork out 
of organizing such a program. It quickly and accurately 
reveals the types and amounts of protection needed, not 
only against robbery but against fire, liability, embezzle- 
ment and many other hazards. Ask your local Attna 
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traded in 30 seconds! 


Split-second trading! That’s the kind of service 
you get when you deal with the Bond Depart- 
ment of The First National Bank of Chicago — 


whether your trade is in thousands or millions! 


Modern communications, streamlined meth- 
ods, and more than 89 years of experience in 
handling bonds make it possible for us to offer 
you the services of a primary market in govern- 
ment securities. 


We carry a substantial position in treasury 
bills, notes, and other short-term government 
issues in which banks and corporations are prin- 
cipally interested. Also, we maintain markets in 
the longer-term government issues and in state 
and municipal bonds. 


The officers of our Bond Department are un- 
usually well equipped—in both experience and 
facilities —to assist you and corporation execu- 
tives with investment programs. 


All of the services of the Bond Department are 
at your disposal. Contact us by telephone, tele- 
type, or telegraph—at our expense. For direct 
connection, use these numbers: Long Distance 
92, 93, 155, 313. Teletype CG 987. 


Take advantage of all the services we offer to 
correspondent banks. In addition to our Bond 
Department, these include. . . 


Complete Clearing and Collection Service 
Router Service 


Rapid 
Complete Foreign Banking Service 
Loan Participation e Travelers Checks ¢ Operational 
Procedure Surveys ¢ Assistance in Handling New Types 
Wire Transfers e Safekeeping Service 
Bank Remodeling and Modernization e Public Relations 
& Advertising ¢ Credit Information e Correspondent 
Conferences @ Assistance in Special Events 


of Loans e 
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Josepu A. SMOLE 
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With the elevation of Walter S. 
Bucklin to chairman’ of the board, 
Walter E. Borden is now president of 
The National Shawmut Bank of Bos- 
ton. 

Until recently president and treasur- 
er of the Caribbean Sugar Company, 
Mr. Borden has had a long career in 
commerce, industry, agriculture and 
finance. In the 1920’s he managed a 





WALTER E. BORDEN 


New president of National Shawmut 


chain of self-service groceries in Rhode 
Island, forerunners of today’s super 
markets. The sugar company he later 
headed also maintained a ranch with 
5,000 head of beef cattle. 

Meanwhile, Mr. Borden has been af- 
filiated with National Shawmut since 
1928. In his most recent capacity he 
has been senior vice-president and gen- 
eral manager. 

Mr. Bucklin, who continues as the 
chief executive officer, has been presi- 
dent for the past 29 years. Previously 
he had been president of the Liberty 
Mutual Insurance Company, and he is 
now chairman of the board of that in- 
stitution. He is also president of the 
Devonshire Financial Service Corpora- 
tion, president and trustee of the Shaw- 
mut Association, and of the Mayflower 
Investment Trust. 

When Mr. Bucklin took over the Na- 
tional Shawmut presidency in 1923 its 
operations were limited to a_ single 
main Under his leadership it 
now has the largest branch office sys- 
tem in New England, with 29 banking 
offices. 


office. 


* 


Following a change in the by-laws 
the National City Bank of New York 
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has reduced the number of senior vice- 
presidents from three to one. The lone 
individual now holding that title is 
DeWitt A. Forward, senior credit offi- 
cer. 

Three of the senior officers of the 
bank have been appointed to the new- 
ly-created office of executive vice-presi- 
dent. James S. Rockefeller, formerly 
senior vice-president, becomes execu- 
tive vice-president in charge of domes- 
tic business. Leo N. Shaw, also a for- 
mer senior vice-president, is now exec- 
utive vice-president and manager of 
the Overseas Division. Nathan C. 
Lenfestey has been advanced to execu- 
tive vice-president and cashier. 

Mr. Forward’s banking career start- 
ed at National City in the bank’s 
college training class of 1916. He was 
named a vice-president in 1927 and 
senior vice-president in 1945. 

Mr. Rockefeller came to National 
City in 1930 and ten years later became 
a vice-president. He was appointed 
senior vice-president in 1948. 

Mr. Shaw joined the bank as a mem- 
ber of the foreign service training class 
and was made a vice-president in 1931. 
In 1945 he became deputy manager 
and in 1946 manager of the Overseas 
Division. He became a senior vice- 
president in 1948, 

Appointed cashier in 1919 and vice- 
president and cashier in 1940, Mr. 
Lenfestey has the longest tenure as 
cashier in the bank’s history. 


+4 


The old adage that an ounce of pre- 


vention is worth a pound of cure has 
an enthusiastic supporter in George 
Ehrhardt, new president of the Na- 
tional Association of Bank Auditors 
and Comptrollers, and assistant vice- 
president at The Hanover Bank, New 
York City, in charge of that institu- 


tion’s accounting department. 

Mr. Ehrhardt, who assumed the 
N.A.B.A.C. presidency at the associa- 
tion’s annual convention in Milwau- 
kee last month, believes more in 
preventing defalcations and_ thefts 
than in punishing people when they 
are caught. |Elaborating on _ this 
thought, he declares: , 

“As bankers, we should be able to 
help members of our bank staffs in 
planning and 
carrying out fi- 
nancial pro- 
grams that will 
remove the 
temptation to 
use funds that 
are not theirs, In 
almost every- 
one’s life there 
comes a time 
when some emer- 
gency arises, such 
as doctor bills 
or accidents 
that seem impos- 
sible to meet 
financially. In our bank we have a 
“kitty” to meet such needs, and every 
man or woman in the bank knows 
whom to approach to work out these 
monetary problems. If it is an emer- 
gency expense beyond the person’s 
ability to pay, then an outright grant 
is made. Sometimes the solution 
involves a loan made with or with- 
out interest. Each case is considered 
on its own merits, but in any event, 
our bank people know that every ef- 
fort will be made to arrive at a sat- 
isfactory answer to their financial prob- 
lems.” 

The new N.A.B.A.C. president en- 
tered banking in 1914 as an employee 
of the old Liberty National Bank in 
New York City. He later joined the 





G. EHRHARDT 


Now executive v.p.’s at National City Bank of New York 


J. 8. ROCKEFELLER 


N. C. LENFESTEY 


LEO N. SHAW 
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Federal Reserve Bank of New York, 
and from there went to the Central 
Union Bank which merged with The 
Hanover Bank in 1929. 

Mr. Ehrhardt finds a welcome 
change from his busy bank job at a 
year-around “summer home” on Can- 
dlewood Lake near Danbury, Connecti- 
cut. There he spends every week-end 
he can with his family, working around 
the house and raising flowers and some 
fruit, on about an acre of ground. He’s 
also a fisherman and an enthusiastic 
bowler. 


* 


One of the West Coast’s best known 
bankers, Evan A. Mattison, has re- 
signed as execu- 
tive vice-presi- 
dent at Bank of 
America and is 
now president 
of Budget Fi- 
nance Plan, Inc., 
which currently 
operates only 
in the Western 
States but is ex- 
ected to expand ' 
suitnaity. — & Barre 

Mr. Mattison in his new capacity 
succeeds Charles S. Offer, who has 
become co-chairman of the board with 


Albert Behrstock. 





At Bank of America, Mr. Mattison 
was in charge of development of all 
bank services, and in addition was a 
member of the senior management 
committee, general finance committee, 
and advisory council to the board of 
directors. He was responsible for a 
number of innovations in banking 
service such as Timeplan for consumer 
credit, and the Life Insurance Savings 
Account (Lisa) which couples thrift 
deposits with free insurance protection. 

Prior to his 17 years with Bank of 
America, Mr. Mattison was a _ vice- 
president of the Pacific Finance Cor- 
poration. 


e 


The new president of the Associa- 
tion of Bank Women should be thor- 
oughly capable of solving any legal 
problems that might confront the 
group during the coming year. For 
Miss Catherine B. Cleary, trust officer, 
First Wisconsin Trust Company in 
Milwaukee, is an attorney and at one 
time practiced law in Chicago. Among 
her many activities she is a member 
of the executive committee of the Mil- 
waukee Bar Association and chairman 
of the committee on federal legisla- 
tion of the Wisconsin Bar Associa- 
tion. In addition, Miss Cleary is well 
known as a speaker on estate planning. 

The new vice-president of the Asso- 

















Cc. B. CLEARY R. E. SHERRILL 


Named by women’s association 


ciation of Bank Women is an expert 
on investments, especially government 
bonds. She is Mrs. Ruth E. Sherrill, 
assistant vice-president of The First 
National Bank of Memphis, and man- 
ager of its government bond depart- 
ment. 


o 


One of Australia’s foremost bank- 
ers, P. F. G. Gordon, general manager 
of The Commercial Bank of Australia 
Ltd., will retire on June 30, 1953. On 
January 1 he will begin a six months’ 
furlough for the purposes of visiting 
the bank’s London office and a number 
of the overseas agents. 

Mr. Gordon joined the bank 43 years 
ago and has been general manager 
since 1934. In the period since then 
the bank’s assets have increased from 





YOUR CUSTOMERS TRAVEL WITHIN 


OF THIS WORLD-WIDE 
CHARMED CIRCLE WHEN 
YOU SELL THEM... 


No one—no thief, no lucky wallet 
finder—can break through this safety 
ring, when your customers carry their 
funds in the form of safe NCB Trav- 
elers Checks. Protect your clients by 
selling them these checks that are 
spendable the world over, just like 
cash, and carry a full refund guar- 


antee in the event of theft or loss. 


THE PROTECTION 







SPENDABLE 


T 


You keep THE ENTIRE COMMISSION on the 
sale of NCB Travelers Checks —75¢ per $100! 


THE NATIONAL CITY BANK OF NEW YORK | 
First in WorldWide Banking 


55 Wall Street, New York 15, N.Y. 
Member Federal Deposit Insurance Corporation 





Burroughs Clearing House 














£33,000,000 to £168,000,000. At present 
Mr. Gordon is chairman of the Asso- 
ciated Banks, Victoria, a position he 
has held on three previous occasions. 

Edward Cook, assistant general man- 
ager of The Commercial Bank since 
1942, will serve as acting general man- 
ager and take over Mr. Gordon’s duties 
from January 1 until the latter retires. 
H. F. Clarke, senior chief inspector, 
will be acting assistant general man- 
ager. 


= 


Kenneth E. Hill has been advanced 
to vice-president in the petroleum de- 
partment of The 
Chase National 
Bank, New York 
City. He joined 
the bank as a pe- 
troleum engineer in 
1946. Prior to his 
association with 
The Chase, Mr. 
Hill had spent two K. E. HILL 
years with the 
Texas Company and two years with the 





State of California Oil Proration Au- | 


thority. 


+ 


New president of the National Con- 
sumer Finance Association is Richard 
E. Meier, president of the Inter-State 
Finance Corporation, Evansville, Indi- 
ana. At the group’s annual meeting 
last month he succeeded M. L. Goeg- 
lein, vice-president, Pacific Finance 
Corporation, Los Angeles. 

Other officers elected are: Vice- 
president, John T. Snite, vice-president, 
Imperial Credit Company, Chicago; 
treasurer, I. Lehr Brisbin, treasurer, 


Girard Finance Corporation, Philadel- | 


phia. 


2 


Sixty years with the same bank, and 
still actively “in harness.” 

That’s the unusu- 
al record marked 
up by John C. 
McHannan, board 
chairman, Central 
National Bank of 
Cleveland, known 
affectionately as 
“Uncle John” by 


employees. Octo- 
ber was designated 
as ‘‘McHannan 
Month.” He and 
the bank were hon- 
J. C. McHANNAN OTed October 15 

with an especially 
prepared paper on Central National’s 
history and his connection with it, 
which Mr. McHannan presented at a 
local dinner meeting of the Newcomen 
Society of England. And, on October 
31, the dean of Cleveland bankers cele- 
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collect-ability-ROUTE REPUBLIC 


300 Flights Daily* 


... to and from Dallas and 
radiating in all directions 
enable us to effect the quickest 


possible collection of items. 


*As of August 22, 1952 


OF DALLAS 





EK PUBLIC NATIONAL BANK 


CAPITAL AND SURPLUS $42,500,000 yy LARGEST IN THE SOUTH 


49 





N 
Q) 
8 
S 
NS 
BS 
% 
S 
« 
2 
(VY) 





3 FILM PATTERNS 
Both sidés of records may be photo- 
graphed simultaneously with images 


one side may be recorded 
, running images 


on half the film width 
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SEE HOW YOU CAN SAVE WITH MODERN BURROUGHS MICROFILMING 


Rarely can the replacement of out-of-date equipment pay 
off as handsomely as in the case of microfilming! Here is 
the kind of saving you can expect with new, modern 
Burroughs microfilming. 


The use of 8 mm photography on 16 mm film doubles the 
number of images per foot of film. The high 37 to 1 
reduction ratio further increases the saving. Film costs 
are slashed as much as 80 % in many cases. The savings 
in film costs alone can pay for the new equipment! And 
the photography itself is superlative for its image clarity, 
brilliance and contrast. 


With Burroughs, you own the equipment... you don’t 
have to rent. And your equipment is the most modern 
available— made by Bell & Howell, sold and serviced by 
Burroughs. There are 25 Burroughs processing stations 
for fast, expert developing of your film, over 600 
Burroughs service centers to keep your equipment at 
peak performance—wherever you are. 


Your Burroughs representative has factual data for your 
consideration, and can give you immediate delivery of 
the equipment. See how you can save—call him today! 
Burroughs Adding Machine Company, Detroit 32, Mich. 


In Canada: Burroughs Adding Machine of Canada, Limited, Windsor, Ontario 


WHEREVER THERE’S BUSINESS THERE’S 


. id 
Burroughs @%> 


wo IMPORTANT NAMES IN MICROFILMING 





Bell & Howell 


MANUFACTURER 








Burroughs 
DISTRIBUTOR 


Modern, high-speed Bell & Howell recorder offers 
many cost-saving features that make obsolete 
most microfilming equipment now in use. 





HIGH REDUCTION RATIO 


Burroughs Microfilming doubles 
the number of images per foot of 
film by the use of 8 mm photog- 
raphy on 16 mm film. The 37 to 1 
reduction ratio further increases 
the saving. Two other reduction 
ratios (30-1, 18-1) are available. 


FAST, EASY OPERATION 


Bell & Howell Recorder requires no special train 
ing for operators. Offers high-speed automatic 
feeding and simplified hand feeding. Visual, 
audible and automatic controls prevent errors, 
speed production. 

















brated his 80th birthday anniversary. 

The “working” view of Mr. McHan- 
nan shown on page 49 is a typical one, 
for he is prompt in an early morning 
arrival at his desk each day. 
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bers of the Central States Conference. 
The school had a total enrollment of 
691 bankers and supervisory officials 
from 32 states extending from coast to 
coast, and from the District of Colum- 
bia. 


This year’s student body included 
205 seniors. The graduating group is 
pictured above. 


Recently elected vice-president of the 
American Security and Trust Com- 
pany, Washington, D. C., was William 
A. Spaugh, who became associated 
with the bank in 1947, 


* 


Vice-President Keith G. Cone has 
assumed general supervision over busi- 
ness development activities at the La 
Salle National Bank, Chicago, in addi- 
tion to his present responsibilities as 


+ 


Rapidly becoming national in scope 
is the School of Banking at the Uni- 
versity of Wisconsin, sponsored again head of the consumer credit depart- 
this Fall for the eighth time by the ment. William J. Scott has been placed 
16 banking associations that are mem- in charge of the bank’s advertising 


Graduating class, School of Banking at the University of Wisconsin, numbers 205 seniors 


and publicity program, and Harold W. 
Dodge is now a loaning officer in the 
commercial loan division. John Var- 
ley has succeeded Mr. Dodge as man- 
ager of the commercial credit depart- 
ment. 
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Various recent steps taken by Bank — 
of America emphasize how expansion- 
minded it is in the international field 
these days. 

Supplementing the long-established 
London Office, a second branch has 
been opened in the West End of Lon- 
don. J. A. Buehler, from the San Fran- 
cisco head office, recently named vice- 
president and manager of the London 
branch, will now supervise operations 





STILL GROWING......... 


William Penn’s city has been known for genera- 
tions as ““The Workshop of the World”’ . . . and it is 
still growing. One of the biggest industrial expan- 
sions in Philadelphia history is now taking place. 
One and a half billion dollars in new industrial de- 
velopment will have been spent in the Philadelphia 
banking area by 1955—by industries whose sales 
and services reach to every quarter of the globe. 


More than 100 years of experience in this market 
is back of Girard Trust Corn Exchange. We are at 
. your service with every banking and trust facility. 





PHILADELPHIA 











Member Federal Deposit Insurance Corporation 
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New practical concept of Drive-in Banking 








gives faster service, attracts new accounts! 











You're looking at the newest, most advanced 
electrical drive-in window ever designed. 
Examine it closely. From the outside first— 
the way a customer sees this new Mosler 
unit. Notice the new bullet-proof window 
that enables full vision of all transactions... 
the outside speaker . . . and the new push- 
button-controlled “Shuttle” that slides out 
and in, completing transactions with new 
speed and safety—at driver’s arm-level. 


IF IT'S MOSLER ... IT'S SAFE 


* Mosler Safe’ 


World’s largest builders of safes and bank vaults . 
built the U.S. Gold Storage Vaults at Fort Knox and the famous 

















Electric push-button revolutionizes operation and at no extra cost. 


Then, take a look inside. Notice the simple 
control which works at the merest touch of 
your teller’s finger . . . the wide, work-easy 
counter ... movable speaker... and handy 
cash drawers. See how all this adds up to 
faster, more efficient service for your bank. 


It’s easy to understand, isn’t it, how this 
new Mosler unit can give you all the proved 
advantages of drive-in banking—and a lot 


Here are just a few of the advantages you 
get with the new Mosler Electric Drive-in 
Window at no extra cost! 


a New “easy-reach” convenience for 
customers. 


Full vision for teller and customer. 


New fully automatic “Shuttle” for 
faster transactions. 


4] Counterbalance “Shuttle” lid makes 
access to deposit receptacle effortless. 


Push-button operates “Shuttle” 
which retracts automatically after 15 
seconds. Operates manually in case 
of power failure. 

New flush counter gives greater 
working space and provides practical 
working area under counter. 
Ventilating ducts for warm or cool 
air make unit comfortable . . . pre- 
vent frosting. 

Convenient right or left-hand cash 
drawers. 

New trouble-free speaker which is 
movable to suit convenience of 
operator. 

Easier and less expensive to install. 


POW ig ia “ies » fis : Bag a: SH 





Mosler Flush Type Drive-in Window, No. 950. 
Gives you all the advantages of the new Bay 
Type Window, shown at left. Designed for in- 
stallation where bay projection is not desired. 


more? For such convenience builds even 
more good will, attracts more new accounts. 
And such transaction speed gives you 
even greater relief from congestion inside 
the bank . . . even more help in solving 
traffic and parking problems. 


Why wait any longer for that drive-in win- 
dow you’ve been considering? The new 
Mosler unit can be installed with Jess ex- 
pense and more speed than ever before. 
Get full details! Mail the coupon, today! 





. . Mosler 


THE MOSLER SAFE Company 

i Dept.BC-11,Hamilton, Ohio 

: Please send me complete information about the new 
: Mosler Electric Drive-in Window. 
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bank vaults that withstood the Atomic Bomb at Hiroshima 
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FOR ALL THE FAMILY 


VISABANK 


They SEE what they save! The exact 
amount is always plainly visible. 
Supplies a constant urge to keep on 
saving —to save more and MORE. 

Hundreds and hundreds of financial 
institutions are using VISABANKS, 





with profit for themselves and for | 
their customers. A coin saved repre- 
sents profit for both —just that. 









VISABANKS are self- 
liquidating. They make 
and keep customers for 
you. They bring more 
traffic into your offices. 


“your wae HERE 
~ 0 





pe 

















Write us NOW! 


VISABANK is not an untried 

experiment. We know that it really 
works. Our free advertising and merchan- 
dising helps are at your service. 


PATENTED PLASTICS, INC. 
1010-Q Woodland Ave., Cleveland 15, O. 
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of both offices. Joseph L. Kelly, form- 
erly in the Tokyo branch, and Neal R. 
McRoberts from the international de- 
partment at San Francisco, have been 
assigned to the West End office as as- 
sistant managers. 

A new Bank of America branch has 
been opened in Osaka, making it the 
fourth Japanese city to have such an 
office, the others being located in 
Tokyo, Yokohama and Kobe. Jack 
Wallace, manager of the Kobe office, 
has been transferred to the Osaka 
branch as manager, while the assistant 
manager and operations officer is C. E. 
Steiger from Kobe. 

Russell G. Smith, executive vice- 
president in charge of the growing 
international activities, also announces 
the appointment of Mulk Raj Ahuja to 
represent the Bank of America in New 
Delhi, India. Mr. Ahuja recently re- 
tired from the India Foreign Service, 
after serving as trade commissioner in 
various parts of the world for many 
years. Since 1950 he was consul-gen- 
eral of India for the western United 
States. 


e 


Chief executives of three suburban 
banks merged with National Bank of 
Detroit have 
been elected 
vice-presidents 
of the latter in- 
stitution. They 
are William B. 
Detweiler, form- 
er president of 
The Wayne 
State Bank, 
Floyd A. Kehrl, 


H. 0. MOHRMANN former presi- 


dent of the First 











W. B. DETWEILER 








F. A. KEHRL 


Mergers change their status 


National Bank in Plymouth, and Harry 
O. Mohrmann, previously executive 
vice-president of the Plymouth United 
Savings Bank. They will continue to 
be in charge of these offices for Na- 
tional Bank of Detroit. 

Newly named assistant vice-presi- 
dents are Duncan R. Millar of The 
Wayne State Bank, Harry Larsen of 
the Plymouth United Savings Bank, 
and Jack E. Taylor, First National 
Bank in Plymouth. 

The mergers bring the total number 








of National Bank of Detroit offices in 
the metropolitan area to 40. 


* 

Promoted to vice-presidents at The 
New York Trust company, New York 
City, are Edward L. Palmer in the 
banking division and Charles B. Eddy, 














Cc. B. EDDY, Jr. E. L. PALMER 


Advanced to vice-presidents 


Jr., in the investment department of the 
personal trust division. Appointed as- 
sistant treasurers are Louis Auer, V, 
Samuel S. Marshall, III, Hoyt O. Per- 
ry, Jr., John L. Street, Jr., and Walter 
H. Brown. 


e 


Thomas Campbell Wallace, execu- 
tive vice-president since 1939, has been 
named president and chief executive 
officer at the West Side Trust Com- 
pany, Newark, New Jersey. Morrison J. 
Feldman, moved up to first vice-presi- 
dent last vear, has become chairman 
of the board. 

Mr. Wallace was born in Glasgow, 
Scotland, but came to the United 
States in 1913 and joined the bank in 
1920. Mr. Feldman became associated 
with West Side Trust Company the 
same year, as manager of its foreign 
department. 
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Vice-President Earl S. MacNeill, of 
Irving Trust Company, New York 
City, has been elect- 
ed chairman of the 
Real Property, Pro- 
bate and Trust Law 
Section ofthe 
American Bar As- 
sociation, at its an- 
nual meeting in San 
Francisco. 

A member of the 
New York Bar and 
a widely-known trust officer for more 
than 20 years, Mr. MacNeill is also 
chairman of the Committee on Trust 
Information of the American Bankers 
Association. 





E. S. MacNEILL 


5 


Walter T. Meyer and associates have 
purchased controlling interest in the 
South Shore National Bank of Chicago. 
Mr. Meyer, who has been executive 
vice-president of the Citizens National 
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DIRECTORS 


EDWIN J. BEINECKE 
Chairman, The Sperry & Hutchinson Co. 


EDGAR S. BLOOM 
Chairman, New York and Cuba 
Mail Steamship Company 


ALVIN G. BRUSH 
Chairman, American Home 
Products Corporation 


CHARLES C. CLOUGH 
Administrative Vice-President 


LOU R. CRANDALL 
President, George A. Fuller Company 


CHARLES A. DANA 


Chairman, Dana Corporation 


HORACE C. FLANIGAN 


President 


JOHN M. FRANKLIN 
President, United States 
Lines Company 


JOHN GEMMELL, JR. 
Clyde Estate 


PAOLINO GERLI 
President, Gerli & Co., Inc. 


JOHN L. JOHNSTON 
Director, Phillips Petroleam Company 


OSWALD L. JOHNSTON 
Simpson, Thacher & Bartlett 


HARRY C. KILPATRICK 


Senior Vice-President 


KENNETH F. MacLELLAN 
President, United Biscuit Company 
of America 


JOHN T. MADDEN 
President, Emigrant Industrial 
Savings Bank 


JOHN P. MAGUIRE 
President, John P. Maguire & 
Co., Inc. 


GEORGE V. McLAUGHLIN 
Chairman 
Executive Committee 


Cc. R. PALMER 
Director, Cluett Peabody & Co., Inc. 


GEORGE J. PATTERSON 
President, Scranton & Lehigh 
Coal Co. 


WILLIAM G. RABE 


Chairman, Trust Committee 


HAROLD C. RICHARD 
New York City 


HAROLD V. SMITH 
President, Home Insurance Co. 


L. A. VAN BOMEL 
Chairman, National Dairy 
Products Corporation 


HENRY C. VON ELM 


Honorary Chairman 
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RESOURCES 
Cash and Due from Banks. . .. 


U. S. Government Securities . . . 
U. S. Government Insured F. H. A. 
i. . an a a ee 
State, Municipal and Public Securities 
Stock of Federal Reserve Bank. . . 
Cie Seen Ae ks 
Loans, Bills Purchased and Bankers’ 
Acceptamems . 5 ee te © 6 
Mo a + 4 ea 
Banking Howes «. . + 5 < 0 « 
Customers’ Liability for Acceptances 
Accrued Interest and Other Resources 


LIABILITIES 


Capital. . . . «~ $ 50,390,000.00 
Surplus . . . . 100,000,000.00 
Undivided Profits . 18,469,202.57 
Reserves for Taxes, 

Unearned Discount, Interest, etc. . 
Dividend Payable October 15, 1952 
Outstanding Acceptances . . . . 
Liability as Endorser on Acceptances 

and Foreign Bills . . . .. . 
Giher LAG wk 
epee ke eS 





$ 742,139,252.32 
836,373,260.14 


79,152,779.43 
101,812,908.45 
4,511,700.00 
30,748,891.17 


840,491,896.12 
11,771,263.35 
13,580,214.42 
15,392,769.83 
6,629,770.08 
$2,682,604, 705.31 





$ 168,859,202.57 


19,656,262.66 
1,637,675.00 
16,223,127.40 


8,240,736.88 
2,333,021.56 
2,465,654,679.24 





$2,682,604, 705.31 


United States Government and other Securities carried at $154,742,665.30 are pledged to 
secure public funds and trust deposits and for other purposes as required or permitted by law. 


Head Office: 55 Broad Street, New York City 
MORE THAN 100 OFFICES IN GREATER NEW YORK 


Member Federal Deposit Insurance Corporation 


























sa=aEFENSE IS YOUR JOB TOO—BUY U.S. DEFENSE BONDS 
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Announcing 





An important development in 

















Bank Vault Doors 14%” to 60” Safe Deposit boxes of Diebold Rekordesk Safes electrically pro- Chests and Safes with exclusive 

thick. The choice of Federal 180-grain satin finish or stain- tect more savings records than Diebold-York drill-proof man- 

Reserve District banks. less steel. any other record container. ganese door plate. 

56 Burroughs Clearing: House 




























1) drive-up banking -by Diebold 


The drive-up banking counter pictured at the left is important news 
to progressive bankers everywhere. It is the result of five years of research 
and development by Diebold, pioneer in Drive-up Banking. 


It incorporates more than 30 specific advantages both for depositors 
and bank personnel. Only Diebold offers a counter so functionally sound 
and so completely in harmony with present-day bank architecture. Its 
80-inch expanse of bullet-proof glass, complete counter visibility and 
many other features including motorized deal tray will interest you 


and please you. 


The design of this new series reflects the accumulated experience 
of 486 bankers with backgrounds in drive-up banking. Their suggestions 
helped Diebold engineers produce this new series in three. sizes with 


optional accessories to meet every requirement. 


This important forward step in drive-up banking is new evidence of 
Diebold’s traditional leadership in banking equipment. Let your Diebold 
representative give you the complete story. : 


Diebold 


Pre-eminent since 1859 








General offices and plants: Canton 2, Ohio Offices in all principal cities 


24-Hour Service by factory trained experts from coast to coast 


ecergercercrn 

















More banks rely on Diebold- 24 models of Night Depositories, Diebold-McClintock Vault Ven- 
McClintock Alarms than all equipped with exclusive “‘anti- tilator for positive protection in 
others combined. fishing” device. case of accidental lock-in. 
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EnterTRAINment has 
just orie purpose — to teach 
bank bookkeepers more about 
their jobs. 


The Program consists 
of twelve 16 inch 33 1/3 rpm 
records dealing with Stop 
Payments, Certified Checks, 
Endorsements, etc.—one subject 
to each record. Emphasis is 
placed on what happens to a 
customer when a bookkeeper 
makes an error. 


EnterTRAINment 
records are played on a portable 
record player right in the 
bookkeeping department, 
without the bookkeepers leaving 
their desks. 


EnterTRAINment is 
the lowest cost bank training 
program ever developed, both 
from the standpoint of original 
money investment and in the 
saving of bank executive time. 


EnterTRAINment will 
be as good in 1962 as it is 
in 1952. 


EnterTRAINment 
helps to prevent bookkeeping 
errors. It costs less to prevent 
errors than it does to correct 
them. 


For full details write 


EnterTRAINment, Inc., 
734 15th Street, N. W. 
Washington 5, D. C. 


















*Bank of Waukegan, Illinois, is now 
president and chairman of the board 
of the Chicago institution. George M. 
Murchison is assistant to the presi- 
dent. In these capacities they succeed 
Lloyd Drexler and Benjamin F. Fohr- 
man, 


e 


“Net” means something besides prof- 
its to the two bankers shown here. For 
President Wade E. Bennett, right, and 


| Junior Vice-President Luther Miller, 


left, of the Hollywood (California) 





Greeting a world champ 


State Bank, are also tennis fans. They 


| are pictured greeting the world’s best, 
| champion 


Frank Sedgman, during a 
tournament appearance in Los Angeles. 


. 


Six promotions have been announced 
by The Chelsea Savings Bank, Nor- 
wich, Connecticut. Those named and 
their new titles are: Romeyn N. Hold- 
ridge, vice-president; Kenneth W. Fox, 
treasurer; Carl H. Holdridge, secretary 
and assistant treasurer; Leonard D. 
Royce, assistant treasurer; George H. 
Peck and Amy F. Birracree, assistant 
secretaries. 


¢ 


Formerly deputy bank commissioner 
for the Colorado State Bank Commis- 
sion, L. L. Sack has 
been elected cash- 
ier of the Arkansas 
Valley Bank, Pueb- 
lo, Colorade. He 
has had extensive 
country banking 
and bank examina- 
tion experience dat- 
ing back to 1924, 
and covering 
Nebraska, Wyoming and Kansas, as 
well as Colorado. 








L. L. SACK 


5 


Four officers at the Lincoln National 
Bank & Trust Company, Syracuse, 
New York, have moved up to assistant 
vice-presidents. They are Robert P. 
Johnson, who also retains the title of 
assistant cashier; Joseph L. Nicholson, 
manager of the Chimes Office; Harold 
F. Jones and William F. Jenkins in the 















commercial loan department. 
Gowans has 
comptroller. 


John J. 
been named _ assistant 


e 


Frank H. Neely, chairman of the 
board of the Federal Reserve Bank of 
Atlanta and also 
board chairman of 
Rich’s Inc., large 
department store 
of that city, has 
been awarded the 
1952 Henry Laur- 
ence Gantt Medal 
for “distinguished 
achievement in in- 
dustrial manage- 
ment as a_ service 
to the community.” 
Presentation was made at a_ special 
luncheon of the American Manage- 
ment Association. 

At one time a consultant on produc- 
tion methods, Mr. Neely has intro- 
duced engineering principles to 
retailing with outstanding results. At 
the Atlanta Federal Reserve Bank, of 
whose board he has been chairman 
since 1938, he has made contributions 
in staff reorganization and methods. 





F. H. NEELY 


a 


Advanced to vice-presidents at 
Chemical Bank & Trust Company in 
New York City 
are Francis P. 
Beattie and Wal- 
ter M. Ross of 
the bank’s na- 
tional = division, 
and Pierce On- 
thank who is in 
charge of the 
100 Park Avenue 














office. All three 
officers were for- 

- sgyghireen-aoseed W. M. Ross 
merly assistant 


vice-presidents. 





P. ONTHANK 
A higher notch at Chemical 


Mr. Beattie, at one time a vice-presi- 
dent with the Central Trust Company 
of Rochester, has been handling Chem- 
ical’s business in the northeastern 
states for the past three years. Mr. 
Ross joined the institution in 1950, 
coming to New York from the First 
National Bank in Louisville where he 
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NATIONAL BANK OF DETROIT 


COMPLETE BANKING AND TRUST SERVICE 





























STATEMENT OF CONDITION, SEPTEMBER 30, 1952 
Giving effect to the merger with The Wayne State Bank, Wayne, Michigan, First National 
Bank in Plymouth, Michigan, and Plymouth United Savings Bank, Plymouth, Michigan. 
RESOURCES 
Cash on Hand and Due from Other Banks . $ 384,360,023.30 
United States Government Securities . ... 706,843,088.93 
Cereal es eae 176,869,014.09 
] Loans: 
Loans and Discounts . . . . . . §$ 817,400,024.84 
Real Estate Mortgages. . ... . 66,522,737.33 383,922,762.17 
Accrued Income and Other Resources... 5,827,329.87 
Branch Buildings and Leasehold Improvements 3,761,900.00 
Customers’ Liability on Acceptances and 
Letters of Credit o,  wthrt ne BAe as Os 4,247,071.56 
$1,665 831,189.92 
LIABILITIES 
Deposits: 
Commercial, Bank and Savings . . . $1,383,728,182.78 
United States Government. . . .. . 120,896,398.57 
| Other Public Deposits . . . . . . 45,235,770.29 $1,549,860,351.64 
Pee PONE ww ce sk OL a eS w= 25,000,000.00 
Accrued Expenses and Other Liabilities ... 12,307,042.34 
Dividend Payable November1,1952 . .. . 783,000.00 
| Acceptances and Letters of Credit . . . . 4,247,071.56 
Capital Funds: 
Common Stock ($10.00 Par Value) . . $ 15,660,000.00 
j ES ase atresia ah Oe 45,000,000.00 
Undivided Profits . . ..... 12,973,724.38 73,633,724.38 
$1,665,831,189.92 
United States Government Securities carried at $179,469,338.25 in the foregoing statement and $75,000.00 
principal amount of Other Securities are pledged to secure public deposits, including deposits of $12,933,079.60 
of the Treasurer-State of Michigan, and bills payable and for other purposes required by law. 





BOARD OF DIRECTORS 

















HENRY E. BODMAN B. E. HUTCHINSON GEORGE A. STAPLES 
ROBERT J. BOWMAN BEN R. MARSH DONALD F. VALLEY 
PRENTISS M. BROWN WALTER S. McLUCAS JAMES B. WEBBER, JR. 
CHARLES T. FISHER W. DEAN ROBINSON R. R. WILLIAMS 
CHARLES T. FISHER, JR. NATE S. SHAPERO C. E. WILSON 

JOHN B. FORD, JR. R. PERRY SHORTS BEN E. YOUNG 


40 OFFICES IN METROPOLITAN DETROIT 
| Garden City « Harper Woods « Inkster « Livonia « Plymouth « Wayne 
MAIN OFFICE—WOODWARD AT CADILLAC SQUARE—DETROIT 32, MICHIGAN 
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America can be proud of its electrical 
industry! In 1951, it produced $124% 
billion worth of electrical machinery 
and equipment. And, during the past 
ten years, the industry has pioneered 
many new and spectacular develop- 
ments in radar, television, airborne 
electronics, atomic submarines. The 
electrical industry is continuing to 
move ahead—producing more power 
generation for factories . . . more 
appliances for modern living . 
more electrical products of all kinds 
to meet the nation’s defense and 
civilian needs. 

Peoples First has acquired exten- 
sive experience in serving the elec- 
trical industry. This knowledge and 
our wide-spread contacts in the elec- 
trical field are frequently of value to 
correspondents. If you’re considering 
a Pittsburgh Correspondent, we will 
welcome the opportunity of present- 
ing the facts about our comprehensive 
services. 


PEOPLES FiRST 
NATIONAL 


BANK & TRUST COMPANY 


Correspondent Bank Department 
P. O. Box 506, Pittsburgh 30, Pa. 
Member Bank Wire 








was a vice-president. Before joining 
Chemical in 1945 Mr. Onthank was 
president of the New London (Con- 
necticut) City National Bank. 


4 


The National Exchange Bank of 
Augusta (Georgia) announces the 
election of J. Wil- 
liam Weltch as ex- 
ecutive vice-presi- 
dent and director, 
Morgan L. Smith 
as vice-president, 
and W. A. Eaves as 
assistant cashier. 
Mr. Weltch has 
spent his entire 
business career 
with National Ex- 
change and is ac- 
tive in civic affairs. Mr. Smith was 
formerly with the Trust Company of 
Georgia in Atlanta, and Mr. Eaves was 
a senior examiner for the Georgia 
State Department of Banking. 














J. W. WELTCH 


a 


Fifty years a banker and continuing 
to be active in that work is the notable 
record of Frank O. Gustafson, presi- 
dent, the Farmers & Mechanics Bank 
of Galesburg, Illinois. He advanced 
step by step, under four different presi- 
dents, from bookkeeper in 1902 to the 
helm of the bank in 1948. 


* 
Three new promotions announced 
by The Anglo California National 


Bank of San Fran- 
cisco include Ever- 
ett W. Johnson as 
assistant vice-presi- 
dent and manager 
of the West Sacra- 
mento office; Mil- 
ton L. Strandell as 
assistant vice-presi- 
dent and manager, 
and William F. 
Gibson, assistant manager, of the Oak 
Park office in Sacramento. 








E. W. JOHNSON 


4 


Newly named controller of The 
Hanover Bank, New York City, is 
Edward C. Hunt. He was formerly 
secretary and controller of the West 
Point Manufacturing Company in 
Massachusetts, and is a past president 
of the Boston Control of the Control- 
lers Institute of America. 


e 


Clarence A. Beutel, president of the 
South East National Bank of Chicago, 
who was. named deputy administrator 
of the Reconstruction Finance Corpor- 
ation in September, is unusually well 
qualified by past experience for this 
important post. Identified with bank- 
ing since 1909, he has been called on 





frequently to administer emergency 
loaning activities. 

Thus, subsequent to World War I, 
he served as executive secretary of the 
Illinois Agricultural Loan Agency of 
the War Finance Corporation, set up to 
provide liquidity to rural banks on 
their slower farm assets. In 1931 Mr. 
Beutel became executive secretary of 
the National Credit Association, or 
Hoover Bank Pool, which functioned 
prior to the R.F.C. He later was 
secretary of the R.F.C.’s Federal Liqui- 
dation Board which advanced money 
on closed bank assets to restore bank 
facilities. 


: 


Transamerica ‘Corporation, San 
Francisco, has advanced W. L. An- 
drews from vice-president to senior 
vice-president, and appointed R. A. 
Peterson a vice-president. The election 
of Frank N. Belgrano, Jr., president 
of The First National Bank of Port- 





R. A. PETERSON 


W. L. ANDREWS 


Changes at Transamerica 


land (Oregon), to the late L. M. 
Giannini’s posts as director and mem- 
ber of the executive committee was 
announced in the October issue. 

Mr. Andrews, a director of Trans- 
america, will continue as treasurer of 
the corporation. Mr. Peterson, until 
1946 a Bank of America vice-president, 
has since been president of Allied 
Building Credits, Inc. 


* 
The Franklin National Bank of 
Franklin Square, New York, has elect- 
ed Mrs. Irma S. 


Robins assistant di- 
rector of public re- 
lations. In the past 
she has been re- 
sponsible for such 
activities as student 
field trips to the 
bank, employee 
new business cam- I 
paigns, and _ con- 
tacts with women’s groups and civic 
associations, 








. S. ROBINS 


e 


The Seattle-First National Bank has 
advanced Oswald Sanford to assistant 
vice-president, Chester O. Johnson to 
assistant cashier at the main office. 
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Fred W. Bender, for 33 years an officer 
of the overseas division, National City 
Bank of New York, has been named 
manager of Seattle-First’s foreign de- 
partment. 


oo 


E. R. Mobley was recently elected 
vice-president of the Highland Park 
State Bank in San 
Antonio, Texas. He 
comes to the bank 
from the State 
Bank Examiners 
Department of the 
State of Texas. In 
addition, he has 
had broad banking 
experience. E. R. MOBLEY 


e 











An experienced banker, who has 
joined the staff of the Union Bank & 
Trust Co. of Los Angeles, is Merth 
E. Mortenson, formerly vice-president 
and cashier of the Marquette National 
Bank of Minneapolis. He is a past 
president of the Twin City Auditors 
and Comptrollers Association, and of 
the Credit Managers Association of 
Minneapolis. 


® 


Norbert P. King has been advanced 
to assistant vice-president in the loan 
division of Peoples First National Bank 
& Trust Company, Pittsburgh. Porter 
C. Verner, Jr. is now personnel officer. 


a 


At the First National Bank in St. 
Louis, Missouri, recent promotions in- 
cluded: Walter A. 
Heidell to assistant 
vice-president and 
manager of the 
credit department; 
William E. Feld, to 
assistant cashier in 
the personal loan 
department; and 





Leo F. Ryan to aS- weA HEIDELL 
sistant cashier and 

manager of the savings department. 
Mr. Ryan will replace Walter J. Clark, 
who retired October 1 under the bank’s 
pension plan. 


* 


From assistant secretary, William 
Lonsdale, Jr., has been advanced to as- 
sistant vice-president in the out-of- 
town business department of Manu- 
facturers Trust Company, New York 
City. He is in the Southern-Western 
Division. 

* 


Investors Diversified Services, Inc., 
of Minneapolis, has moved its southern 
regional sales office to Memphis, Ten- 
nessee, and has appointed Lloyd F. 
Winters as manager there. 
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Correspondent Service 
IN MICHIGAN 


Manufacturers National Bank in- 
vites consideration of its facilities 
for serving as your Michigan corre- 
spondent. Prompt, efficient handling 
of items is.assured through offices 
strategically located in Detroit, 
Highland Park, Dearborn and 
Grosse Pointe Woods. 


THE MANUFACTURERS NATIONAL BANK 


OF DETROIT 


DETROIT 31, MICHIGAN Member Federal Deposit Insurance Corporation 














YOUR SPECIAL CHECKING ACCOUNTS! 


¢ CHECKMASTER 


(Free Checkbook Plan) 


¢ CHEXCEL 


(“Sell-the-Book’’ Plan) 


All operating supplies and continuous merchandis- 
ing campaign included. BANK PAYS NOTHING 
IN ADVANCE. Price of checkbooks covers every- 
thing . : . We imprint and, ship direct to depositor 
or you imprint on premises with our equipment. 


INQUIRIES INVITED 


CAeckhaster 


SYSTEMS, INC. 


400 MADISON AVENUE, NEW YORK 17, N. Y. 
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New 
Horizons 


FOR HUM-DRUM TASKS 


There’s a new chapter in the old story that it’s good 
business to finance the purchase of farm machinery. 
For one thing, the high price level of farm products 
. . » plus the scarcity and high cost of competent 
farm labor . .. now makes modern machines more 
than ever a necessity for the farmer, a sound basis 
for constructive loans. 


But there’s something else, something special, 
something exclusive—Eagle Hitch Farming. It’s not 
a single step forward, but a whole list of advantages 
for nearly every job on the farm—in fact, a bril- 
liant new way to do farm work. It’s a new one- 
minute hook-up of tractor-mounted implements, a 
new constant-depth principle of plow control, new 
uniformity in contour tillage, new efficiency in 
saving crops with combine and forage harvester, 
new ease in farmstead hauling. 





There is nothing narrow about Eagle Hitch 
Farming. It embraces more than a dozen different 
tractor models in three power groups. It includes 
dozens of Eagle Hitch implements for tillage, 
planting, cultivation. It extends into operations 
with drawbar implements and power take-off ma- 
chines. Any Case dealer . . . and only a Case dealer 
+. . can show you Eagle Hitch equipment and its 
drastic departure from the limitations of old ways. 
All Case dealers and customers are consistently 
encouraged to place their financing with local 
institutions. J. I. Case Co., Racine, Wis. 


CASE 


SERVING FARMERS SINCE 1842 








Contour tillage gets a boost with the Eagle Hitch Break- 
Away Contour Plow. Its pivotal action overcomes the 
tendency of plows to swerve in’ or out on curves, keeps 
them cutting correct width on winding contours. Break- 
away device “lets go” on striking stump or stone, avoids 
damage to beams or shares. Built for the 3-plow “DC” 
Tractor, as shown, and for the big 2-plow Model “SC.” 
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CANADIAN BANKING 








British Investments 


Two British merchant banking firms 
have formed a partnership with a 
Canadian investment house to take ad- 
vantage of new investment opportuni- 
ties in Canada. The new Canadian firm 
will be known as Harris & Partners 
Ltd., with offices at Toronto. It is 
composed of W. C. Harris & Co. Ltd., 
of Toronto, and of Baring Brothers & 
Co. Ltd. and Morgan Grenfell & Co. 
Ltd., both of London, England. 

The Chairman of the board is Cana- 
dian-born Sir Edward Peacock, who 
has lived in England since 1908 and 
who is chairman of Baring Brothers. 
W. C. Harris is president of the new 
organization. He is also a director of 
the Bank of Nova Scotia and the To- 
ronto General Trusts Corporation. 
When new British capital can be 
brought to Canada for investment, the 
new merchant banking firm expects to 
be in a good position to help in making 
investments. 


° & e 


Modern New Branches 


The bank interiors below are those 
of the modern, new branches of The 
Imperial Bank of Canada at Edmon- 
ton, and the Bank at Toronto at Win- 
nipeg. 

In the September issue of The Bur- 
roughs Clearing House another inte- 
rior view of the Imperial Bank was 
incorrectly identified as that of the 
Bank of Toronto. 

For this regrettable error the edi- 
tors extend to both banks their apolo- 
gies. 


By JAMES MONTAGNES 
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One of the first two new drive-in banks in Montreal 


Drive-in Banking 


The first two drive-in banks in Can- 
ada’s largest city, Montreal, were 
opened towards the end of September 
by the Bank of Montreal and by the 
Bank of Toronto. Both banks were 
opened in suburban areas on Decarie 
Boulevard. 

The opening of the Bank of Mon- 
treal’s drive-in branch recalled that 
about a hundred years ago Lord Mark 
Kerr, then an officer of the governor’s 
staff, rode his horse into the banking 
room of the Bank of Montreal’s main 
office on St. James Street, probably 
the first instance of “drive-in” bank- 
ing in Montreal. By a coincidence in 
names the manager of the new drive- 
in branch is Robert E. Kerr, although 
not descended from Lord Kerr. 

The Bank of Montreal’s new branch 
is in modern architectural style with 
a full-glass door, entrance on the 
street corner. The windows on all 


sides are two stories high, flooding 
the banking room with) natural light. 

On the outside the building is fin- 
ished with Indiana limestone. The 
interior of the banking room has a 
two-tone color scheme and recessed 
lighting. Five teller wickets are located 
along the low, streamlined counters. 

The drive-in wicket is built of stain- 
less steel with glare-proof, bullet-re- 
sistant glass on the front and two 
sides. A two-way inter-communica- 
tion system enables the customer and 
teller to converse. A buzzer is located 
on the front of the wicket within reach 
of the motorist to summon the teller if 
she is not in the wicket. An automatic 
sliding tray is used to handle the 
transactions. Recessed fluorescent 
lighting in the ceiling of the wicket 
and recessed lights in the canopy over 
the driveway allow for night-time 
banking. 

The Bank of Toronto drive-in branch 


The modern, spacious interiors of two new banks reflect Canada’s expansion 


The Bank of Toronto at Winnipeg 
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Imperial Bank of Canada at Edmonton 





is also located on a corner lot and in 
addition to its drive-in facilities has a 
parking lot for customers. doing busi- 
ness inside the new branch. 

The exterior of the Toronto Bank 
branch is also of limestone with black 
granite trim, and full length windows 
and plateglass door. The interior is 
light colored, has fluorescent lighting 
and modernistic counters. 

The drive-in wicket has a bullet-re- 
sistant plate glass window, a two-way 
communication system, a sliding tray 
at car-window height, and a buzzer to 
summon the teller. A full length can- 
opy is supported on steel pillars at the 


edge of the drive-way and allows sev- 
eral cars to be under the roof at one 
time. 


+ ad e 


New Mortgage Exchange 

At Toronto plans are underway to 
open a new mortgage exchange de- 
signed to deal especially with second 
mortgages for home owners. The plan 
is based on a theory that there would 
be more money available for mort- 
gages if they were marketable as other 
securities. 

Several preliminary and well at- 
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tended auctions have been held at 
which first and second mortgages were 
offered and eagerly bought up. A reg- 
ular mortgage exchange would grade 
mortgages for “listing” on a points 
basis and would take into considera- 
tion the location of the property, its 
condition and construction, and the 
owner’s references. 


* * e 


Banking for Children 


Coincident with the opening of the 
school fall term, the Bank of Mon- 
treal’s main branch at Regina an- 
nounced the opening of a special school 
children’s banking wicket to be open 
on Friday afternoons between 4:30 
and 6:00 p.m. 


“~tvurvunvul 


qs Account 


Checking Account Charges 
Are Decontrolled? 


Was your bank ‘caught’ with inadequate checking account charges when 
bank charges were frozen? 


’ re- and Now 


Do you plan to increase Regular checking account charges when permitted? 


Would you like to get greater volume of no-minimum-balance accounts and 
be assured of adequate profit? 








NOW IS THE TIME to make the plans you will put into effect after decontrol. 
We invite you to investigate ThriftiCheck, which has proved so successful in 


hundreds of communities. A wicket for children only 


The teller of the wicket will handle 
only the banking transactions of 
youngsters; no adults need apply. 
There is a special sign at the wicket 
to mark it as the children’s own bank- 

ing office. 
| By this device the bank hopes to en- 
| courage the youngsters to make sav- 
| ings to buy the things they want—roll- 
er skates, bicycles, Christmas presents. 
An account can be started with as little 
as a $1 deposit. 

The bank is extensively advertising 
this new facility in Regina, and may 
open similar wickets solely for school 
children in other urban centers. 
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Thomas Wilding, assistant to the 
president of the Dominion Bank, To- 
ronto, has been pro- 
moted to vice-presi- 
dent in charge of 
foreign business 
and elected a direc- 
tor of the bank. Mr. 

Wilding joined the 

bank in 1915; be- 

came London, Eng- 

land branch man- 

ager in 1931; gen- 

eral manager in T. WILDING 
1938; and was named assistant to the 
president in 1948. 


Do you realize the internal and customer advantages of ThriftiCheck’s on-the- 
premises imprinting system, the complete operating supplies, and the adver- 
tising aids furnished—all without investment by the bank? 


Ask for case histories showing how banks have increased their income and 
volume of new business by converting an ordinary plan to ThriftiCheck— 
today’s most popular no-minimum-balance checking account plan. 





NOW IS THE TIME to prepare for decontrol of bank service charges. 


We commend for your reading, the Survey on Special Checking Accounts re- 
cently prepared by Stuart Miller for the Financial Public Relations Association. 


BANKERS DEVELOPMENT CORPORATION 


Sponsors of “ThriftiCheck” 
100 Park Avenue, New York 17, N.Y. LExington 2-2490 
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This year, save three ways 
by buying steel storage files 


QUTHIS 1. me nigia 


Stak tabulating files prove ideal 
for this user—a division of a 
state government. Pictured is 
one half of the installation. 


e 


. So Ve wee | 


NOT THIS > 


Filing room of this same 
state division before in- 
stallation of H.H.M. 
Rigid-Staks. 
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It’s a fact. In the long run, steel storage files save money 
by doing away with frequent replacement of old-fashioned 
wood or fibre containers. They save space wasted by shelving. 
And they save lots of time. The approaching end of the 
year makes it important to plan now for the efficient storage 


of records and correspondence. 


lock together, stack safely. 
te They have smooth sliding 
drawers (follower block op- 
tional). They keep records 
clean, safe from vermin and 
STEEL STORAGE FILES mold, reduce fire hazards. 
They are available in 16 
popular sizes. 


Complete catalog and price list on request. Please ask for Catalog No. 560-001. 


Herring: Hall-Marvin Safe Co. 


HAMILTON, OHIO supers oF THE U. S. SILVER STORAGE VAULTS AT WEST POINT, N. Y. 
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with the new STANDARD in revolving door entrances 


Send for complete information about Interna- 
tional-Van Kannel’s new money-saving Standard 
Model revolving door entrances. See how to get 
all the exclusive advantages of revolving doors — 
plus the economies resulting from quantity pro- 
duction. 


In new building projects or in modernization 
alike, this Standard Model means lower initial 
entrance cost ... with continuing savings in heat- 
ing, cooling and redecorating . . . elimination of 
drafts . . . positive traffic control . . . more com- 
fortable employees and customers. In new con- 
struction additional saving is possible on costs of 
original heating and cooling equipment. 


Catalog 52C includes complete specifications 
and construction details. It illustrates how easily 
' the International-Van Kannel Standard Model 
revolving door is adapted to any entrance. Write 
for your copy today . . . study it... act on it! 


yOLV, 
A 4 


IMTERN ATION GIAANINGNIITE 


i ek 
1902 EDGAR STREET 20 oR? EVANSVILLE, IND. 


International’s new production-built Standard 
Model offers time-tested features at low budget 
cost. .. is adaptable anywhere... optional 
stainless steel or bronze. 


IN CANADA — International-Van Kannel Doors are available through Eastern Steel Products, Ltd., Toronto and Montreal 
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THE BOOKLET COUNTER 











facts for you. 


Consumer Credit... 
Here is a very comprehensive study of 
consumer credit published recently by 
the Western Reserve University. Al- 
though written with the consumer in 


CONSUMER CREDIT: 
FACTS FOR YOU ¢ — 








Of interest to loan officers 


mind, the booklet will be of consider- 
able interest and aid to bank loaning 
and other officers. 

The book answers such questions as 
what consumer credit is, what kinds 
are available, when it should be used, 
how to determine interest rates, and 
what laws exist to protect the con- 
sumer in credit dealings. 

Single copies of the book are free; 
quantity orders are obtainable. Pro- 
duced in an educational series, the 
book contains 32 pages, illustrative 
charts, and would be useful for dis- 
tribution among employee groups, stu- 
dents, customers of banks and financ- 
ing agencies. 


Centennial Publication ... An 
interesting example of how banks can 
celebrate in print . .. as revealed in 
the centennial publication of the Ful- 
ton County National Bank and Trust 
Company of Gloversville, New York. 
The cover of this 48-page book dis- 
plays the bank’s entrance through em- 
bossing in a colored stock. Page for- 
mat is good; pages contain interesting 
photographs on the growth of the 
bank and the city it has served 100 
years. 


Kitchen Modernization .. . plans. 
The bank’s loan officer will find in this 
General Electric Company booklet 
helpful information in the descrip- 
tions of six financing plans for modern- 
izing the kitchen and home laundry. 
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The plans described are: packaged 
mortgage, increased or open-end mort- 
gage, FHA Title I, the GE property 
improvement mortgage refinancing, 
and the step-by-step modernization 
plan. The advantages of each of the six 
plans are listed. The booklet also con- 
tains illustrations of the basic designs 
for kitchen and laundry and informa- 
tion on GE equipment. 


Famous Financial Transactions 
..- A series of small brochures cover- 
ing the financial transactions, legends 
and anecdotes about men and firms in 
American business. Authored by a 
New York realtor, Louis J. Glickman, 
the books are attractively illustrated 
and offer to bankers a unique source 
of historical financial information 
which is briefly but very well told. 

Two of the six story titles in the 
current edition are: “A deal that 
helped build Kansas,” the story of the 
Sante Fe Railway’s aid to the Mennon- 
ites settling in Kansas, and “They 
kept paying cash,” which concerns the 
American Express Company’s action 
during the critical period of 1933. 

The booklets could well be a reliable 
source of anecdotes for speechmakers 
among bankers. 


Customer Services Survey . .. To 
interested bank officers there is cur- 
rently available the results of a recent 
5-phase survey on customer services 
conducted by the Florida Rankers As- 
sociation. The advantages, disadvan- 
tages and related suggestions, as ob- 
tained from 62 reporting Florida 
banks, cover the subjects: auto-drive 
in window, curb teller—snorkel type, 
walk-up teller window, and parking 
lot. A fifth phase of the survey indi- 
cated that 24 of the 62 reporting 
banks did not contemplate any change 
in services; 11 were interested in in- 
stalling a drive-in window; 9 in a 
parking lot; 1 in a snorkel; and 6 ina 
sidewalk teller. 





These booklets are available upon 
request, free of charge or obligation, 
under an arrangement whereby the 
requests are referred promplly to the 
producers. Simply address requests 
on bank or company lellerhead to 


Booklet Editor 
Burroughs Clearing House 
Detroit 32, Michigan 











Commercial Failures . . . in an 
era of business progress. Covering 
half a century of American business 
conditions — 1900-1952 — the graphs 
and charts in this colorful and clear 
book provide for the interested banker 
an overall picture of the factors and 
trends that are inherent in business 
failures. 

Pointing out at the outset that 
“commercial failure statistics are an 
important business indicator, but 
should never be used alone to define a 
trend,” the book sets forth a 50-year 


COMMERCIAL 
FAILURES 
tN AN ERA 


3 


BUSINESS PROGRESS 


"19604952 





Charts, graphs tell trends 


chart showing the inter-relationship 
of U. S. population, commercial enter- 
prise, dollar liability and number of 
failures. 

Other highlights of this Dun & 
Bradstreet book are found in a map of 
the country showing the trends in 
commercial failures and business as 
related to the population in nine geo- 
graphical regions; the commercial and 
industrial failures by 44 divisions of 
industry between 1940-1951; and the 
effect of three wars on the progress 
of American business. 


The Little Things . . . “It’s the 
little things we do,” begins a clever 
little booklet in current use by the 
East River Savings Bank, New York 
City, to explain its services to cus- 
tomers. The booklet is an excellent ex- 
ample for banks on the “how” in pre- 
paring a folder to stress service 
features in a forceful yet relatively 
inexpensive manner. The finer points 
of advertising exemplified are: atten- 
tion-getting cover, happy wedding of 
simple line drawings with lucid copy 
to make crystal clear the ten bank 
services covered, impressive format 
and typography. The book tells of the 
bank’s pleasant unnoticed by-products. 
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pressing 
problems 
overseas ? 











There are a lot of “wrinkles” to 

foreign trade. With one of the most active 
foreign departments in the country 

and the largest in Philadelphia 

—with direct contacts with a lot of 

people in a lot of places—Philadelphia National 
can help you iron them out. 


THE PHILADELPHIA NATIONAL BANK 


PHILADELPHIA 1, PA. 
Organized 1803 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 


The Numbex One Cank tn Philadelphia in move ways than one! 
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COURT DECISIONS 





By FREDERICK C. FIECHTER, Jr. 


Member of the Bar of Pennsylvania and of Florida, 
and admitted to practice before the Supreme Court of the United States 











Rights of a Trustee 


The fate of the fiduciary bank, which 
is usually somewhere within the con- 
flicts of individual co-trustees, was 
considered in two cases recently de- 
cided by the Supreme Court of Ala- 
bama in favor of the bank. 

A father and a son were co-trustees, 
together with the bank, of a number of 
different trusts. The principal asset 
of these trusts was almost half of the 
stock of a large and successful iron 
works. The father was chairman of 
the board and the chief executive offi- 
cer. 

The son was a member of the board 
and president; that is, until he was 
voted out of office at his father’s in- 
stance, in connection with a struggle 
between them for the control of the 
corporation. 

The son brought an action to have 
his father, mother, an officer of the 
iron works, and the bank all removed 
as trustees on the following grounds: 


1. Withholding of trust funds. 

2. Wrongful investment and use of 
trust funds. 

3. Hostility toward Robert I. In- 
galls, Jr., a co-trustee of all the 
trusts except Trust D. 

4. Violation of express provisions 
of Trust A insofar as it required 
unanimous consent of all trustees 
in the administration of the 
trust. 


The lower court granted the son’s 
petition, but was overruled by the Su- 
preme Court which said: 

“Courts of equity having supervi- 
sion over administration of trusts have 
the power to remove a trustee for 
proper cause. This power is not de- 
pendent upon statute and it has been 
held generally that what constitutes a 
sufficient ground for removal is within 
the sound judicial discretion of the 
court.” 

The decision went on to say that a 
court should be more reluctant to re- 
move a trustee appointed by the set- 
tlor than one selected by itself. 

The father had control of the 
amount of his subordinate officer’s cor- 
porate bonus and the son claimed this 
permitted the father to dominate that 
trustee. The Court found that this, 
standing alone, was not domination. 

The father had expressed the wish 
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he received from the trusts. 

The trustees were properly exercis- 
ing their discretion that the distribu- 
tion, said the Court, be in accordance 
with the actual need of the benefici- 


that the son not be permitted to “raid” 
the trusts. The Court found this mere- 
ly compatible with the wishes of the 
settlor, particularly where the son had 
financial means other than income that 
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Your customers are 
looking at Canada, 
ARE YOU? 


U.S. capital is busy in Canada, developing vast 
deposits of copper, iron, lead, zinc, titanium . . « 
helping to finance the tremendous oil boom 


Y \ in the west. 
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Canada’s changing scene. With branches 
located strategically throughout the mining 
and oil fields, we can provide intimate 
information about business conditions, trends 
and opportunities. 


We invite interested U.S. Banks to 
write us... we'll be glad to 
outline our services. Write 
Superintendent of 
Foreign Business, 
Head Office, 
Toronto; 
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aries and were not unduly influenced 
by the father’s wishes. 

With regard to the investment of 
the trust funds, the Court found that 
there had been no loss to the trust es- 
tates. Moreover, it was declared that 
those investments made subsequent to 
the break between the father and son 
were made in the manner in which the 
trusts had been administered for a 
number of years and, indeed, such in- 
vestments subsequently were approved 
by the son anyway. 

“It has been said,” ruled the Court, 
“that where inharmonious or un- 


friendly relations exist between trus- 
tees, and where by reason of such in- 
harmonious and unfriendly relations 
material injury may and is likely to 
result to the trust estate, a court of 
equity, to prevent that injury, will ex- 
ercise the power which it has to re- 
move trustees for proper cause and 
will remove one or, if the interest of 
the estate requires it, all of the trus- 
i 

“... Where the very feed bag of the 
trust estates, the Ingalls Iron Works 
Company, is directly involved, we do 
not think the issue of inharmonious 








follow when you install a 


CHRISTMAS CLUB 


A Christmas Club in your institution means more people 


entering your doors every day . . . making their regular 


payments 


. . » discovering other services that you offer. 


And a Rand M¢Nally Christmas Club System wins their 
good will by its simple, efficient operation . . . saves you 


time and costs in its handling. There is a Rand M¢Nally 


System suited to your exact needs—coupon-books, pass- 


books, double-dating cards—complete with promotional 


material which individualizes your club and services. « 


When you see your Rand M¢Nally representative, ask 


him about our new and exclusive record-keeping system 


that saves time and space... 


corrects clerical errors 


automatically . . . keeps accounts in full view and easy 


reach at all times. 





RAND M‘SNALLY & COMPANY 


CHRISTMAS CLUB DIVISION 


ill Eighth Ave 


New York ll « 


P.O. Box 7600, Chicago 80 
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relationship between the _ trustees 
should be so narrowly limited as in the 
decision below. To adopt the view that 
the mere existence of such relationship 
between the trustees is sufficient to 
warrant the removal of all of them 
would result in displacing, as trustees 
of trusts holding many shares of stock 
of Ingalls Iron Works Company, those 
who by virtue of their experience and 
close association with the affairs of 
that company should be best qualified 
to see that through efficient manage- 
ment it continues to supply the trust 
estates with income.” Ingalls v Ingalls, 
59 S. 2d 808 (1952); Ingalls v 
Bank, 59 S. 2d 








912 (1952). 
© °¢ 


Disputed Safe Deposits 


When the sole lessee of a safe de- 
posit box dies, are his personal repre- 
sentatives justified in releasing assets 
found in the box, even when the box 
contains envelopes bearing the name 
of another party? This question was 
answered “yes” last summer when the 
Supreme Court of Missouri affirmed 
the trial court. 

Laura, age 84, lived with her sister 
Gertrude, age 67. The safe deposit box 
in question was in Laura’s name. 
Laura died and Gertrude sued Laura’s 
executors. However, before the mat- 
ter was disposed of, Gertrude died 
also, and her administrator was sub- 
stituted as the plaintiff. 

There was no dispute over $65,000 
worth of securities in the box. How- 
ever, a dispute did arise concerning 
two sealed envelopes found in the safe 
deposit box. On these envelopes and in 
the handwriting of Mrs. Laura Krue- 
ger was written: “Property of Ger- 
trude Valentine.” 

The envelopes thus identified con- 
tained 13 certificates of stock, 5 bonds, 
and 3 smaller, similarly sealed and 
marked envelopes in which there was 
$673.81 in cash. Altogether, the en- 
velopes identified as the “property of 
Gertrude Valentine” contained an ap- 
proximate $8,500. 

There was also in issue the title to 
a U.S. Government, Series G $100 
bond, payable upon its face to “Mrs. 
Laura Krueger or Miss Gertrude Val- 
entine.” This bond was in the safe de- 
posit box but not in an envelope. 

The face of each of the above men- 
tioned 13 stock certificates clearly 
read: “This certifies that Miss Ger- 


trude Valentine is the owner of (the 


number of shares thereon specified) .”’ 

It appeared from the testimony that 
Mrs. Krueger had told a neighbor that 
she (Mrs. Krueger) had a safe deposit 
box; that the sister, Gertrude had 
some bonds and securities in that box; 
and that those bonds and securities 
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@ A whole anything is too big when you can’t use it all. And 
that’s particularly true when you buy circulation. It’s wasteful 
to take on more than you can actually use. 








































If you want the lean — not the lean-plus-fat — Forbes is 
your meat! It serves up the Decision Men of business —the 
whole contract signers, the men who have the last word — 
MEN IN THE AGE OF CONTROL. 





























Our recent survey of subscribers points up 
this remarkably high percentage of Decision 
Men: In business, seventy-four per cent 
are either company officers or operating 
executives. Forty-one per cent make 
over $10,000 annually. Ninety-five 
per cent own corporate stocks. 
Forbes families have holdings in 
an average of 11.6 companies, 
Ninety-three per cent are over 
35 ...men who are in the 
Age of Control ... men who 
influence major business 
decisions. 


moose 

is a 

big 
fry 


Vigorous editorial policy 

selects this choice 
audience for you. 

Forbes writers 


humanize business news... 
probe personalities, backgrounds 
... tell what’s back of it all. Coming 
up October 1: a study of “best growth 
companies” of the past 35 years — and a forecast 
of similar possibilities for the next 35. 
Interest-getting articles like this have practically 
doubled circulation to 123,000 in five years. 





If Forbes subscribers are the people you want to 
reach, listen to the rest of our story. Call CHelsea 
3-8600 in New York. Or write Forbes Magazine, 
80 Fifth Avenue, New York 11, N. Y. 


i ome The magazine of business and finance 
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were in a separate envelope marked, 
“property of Gertrude etc.” 

The testimony further disclosed that 
when the safe deposit box was opened, 
the personal property in issue was in 
Mrs. Krueger’s box; that it was con- 


fined within sealed envelopes upon 
which Mrs. Krueger had written 
“Property of Gertrude, etc.:” and that 
within the two larger sealed envelopes 
were three smaller sealed envelopes 
containing various amounts of money. 








Firm, crisp, sparkling with quality, 
the new WESTON BOND makes 
correspondence more impressive, 
sales letters more effective. You'll 
agree, this fine fag content paper 
is worth many times its aden 









Letterheads on WESTON BOND 
certainly command attention! 
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cost. WESTON BOND is made by 
Byron Weston Company, Dalton, 
Mass., leading aan of fine 
papers. Ask your printer to use it 
or write for sample book. Address 
Dept. BU. 
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WESTON BOND Envelopes are made with GRIP-QUIK instant sealing flap gum 
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Portland: 330 §.W.Sixth Ave. 


Fast, effective service 
in and to all three 
Pacific Coast States 


When you need Coastwide service, you obtain 
all the facilities of all our offices in three Pacific 
Coast States. Yet, 
service, you'll find each of our offices properly 
keyed to the tempo of its own operating area! 


when you need “local” 


IN CALIFORNIA 

San Francisco 

Heap Orrice: 400 California Street 
Mission Brancu: 16th & Julian Ave. 


IN WASHINGTON 
Seattle: 815 Second Avenue 
Tacoma: 1011 Pacific Avenue 


THE BANK OF CALIFORNIA 


NATIONAL ASSOCIATION 
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No one except Mrs. Krueger had had 
access to the box, so it was inferred 
that Mrs. Krueger had placed Gertrude 
Valentine’s property in the safe de- 
posit box in envelopes marked with the 
latter’s name. Further, Mrs. Laura 
Krueger herself when alive had identi- 
fied Gertrude’s property as being in 
the Krueger’s safe deposit box. 

Said the Court in summing up the 
matter: “It is well settled law that a 
certificate of stock is of itself evidence 
of the title thereto of the person named 
on such certificate to the number of 
shares thereon stated. Such certificate 
is a muniment of title of the person 
named thereon, and an assurance to 
the world that the certificate is the 
property of the person named there- 
on.” 

The lack of delivery was no barrier 
since the Court said this was not a 
question of a gift. Valentine v.—Bank. 
250 S.W. 2d 167 (1952). 
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Claim Satisfaction 


In Boston, Massachusetts the Unit- 
ed States Court of Appeals First Cir- 
cuit recently applied New Jersey law 
to reach the conclusion that: The ac- 
ceptance of a check sent in payment of 
a disputed claim constitutes an accord 


| and satisfaction of the claim. 


Under a patent of doubtful validity, 
the defendant Massachusetts corpora- 
tion was the licensee of the plaintiff 
Jersey corporation. The defendant 
company had sent to the plaintiff both 
a payment check and a letter of trans- 
mittal which bore the notation: “This 
payment is made under protest and 
without prejudice,” and “In conform- 
ity with the telephone conversations 
between our attorney and your attor- 
ney, enclosed herewith please find roy- 
alty check which is paid under protest 
and without prejudice.” 

The general manager of the plaintiff 
company understood that the check 
was submitted pursuant to an offer to 
make royalty payments subject to a 
refund which was contingent upon the 
patent not being upheld in the courts. 
In the event a refund was declined, 


| then the check was to be returned. 





However, the manager accepted and 


| retained the proceeds of the check 


without communicating with the de- 
fendant. 

Over a period of time checks aggre- 
gating about $7,000 were thus accept- 
ed. Since this acceptance occurred in 
New Jersey, the Court applied the 
New Jersey rule, declaring that two 
questions of law arose: 

1. Whether the plaintiff’s accept- 
ance of the defendant’s checks and its 
appropriation of the proceeds thereof, 
without communicating with the de- 
fendant, constituted-an acceptance of 
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fh, How iis Improve Efficiency 


with BURROUGHS BANK BOOKKEEPING MACHINES 


Thousands of Burroughs Bank Bookkeeping Machines in daily 
use all over the country are giving eloquent testimony of their 
speed and efficiency. Burroughs knowledge of bank bookkeeping 
problems—and the engineering and manufacturing skill to pro- 
duce machines that solve these problems—has made this Bur- 
roughs first in acceptance among banks, large and small. 


The many carefully designed Burroughs features, built with 
Burroughs exactness to give long service, mean greater produc- 
tion with less effort—easy, error-free posting that makes this 
machine a favorite of operators, too. Ask your Burroughs man 
for a demonstration now. Call him today. Burroughs Adding 
Machine Company, Detroit 32, Michigan. 


THE FIRST NATIONAL BANK OF CHICAGO— 
C. Edgar Johnson, Vice President of The First 
National Bank of Chicago, writes: “Two years ago 
we completed the replacement of all our posting 
machines with new Burroughs Bookkeeping Ma- 
chines. The 96 machines now in daily use in our 
commercial bookkeeping department are tangible 
evidence of the high regard we have for their 
performance.” 


WHEREVER THERE’S BUSINESS THERE'S Burroughs oe 
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speeds paper handling! 
saves space! 


~~ Save 5 to 15 minutes every 
hour during machine posting 


Installations prove it! Le- 
Febure Tray-Binders, Post- 
ing Stands and Bookkeep- 
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more room at less cost. 
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Patrick Henry would 
back our platform of 
economy and freedom 
from chaos in business. 














Spend less to store more! 
Keep inactive records 
systematically safe, 
clean and accessible the 
low-cost LIBERTY way. 
Over 90,000 firms are 
using LIBERTY BOXES. 
25 stock sizes for every 
popular form. 


Clip this ad to your letterhead for 
FREE BOOKLET “Manual of 
Record Storage Practice’. Tells how 
long to keep specific records. Shows 
best methods of record storage. 
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Record Retention—Our Business Since 1918 
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the defendant’s offer to modify the pre- 
existing license agreement, and 

2. If it did, was there any valid con- 
sideration flowing from the defendant 
to the plaintiff to support the under- 
taking of the latter to refund the roy- 
alties paid “under protest and without 
prejudice” if the patent failed. 

The Court pointed out that the great 
and increasing weight of authority 
with regard to the use and retention 
of the check by the creditor, with 
knowledge of the condition, as assent 
to the condition. 

On the question of consideration, 
the Court held that the defendant’s 
duty to pay royalties was not clear 
after the patent was first judged to be 
invalid, and theréfore their payment 
was consideration for the plaintiff’s 
implied undertaking to refund royal- 
ties. Autographic Register Co. v. Phil- 
ip Hano Co. 198 F 2d 208 (1952). 
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STARE RELATIONS 


(CONTINUED FROM PAGE 31) 


ployee relations must have a positive 
as well as a negative side. It is not 
enough to tell the officer in charge of 
a branch or department what is wrong 
and how to correct it; some incentive 
must be provided for the officer to im- 
prove his employee relations on his 
own initiative, for unless the officer 
in charge really “has his heart in it,” 
no program of employee relations can 
succeed in the long run. This is where 
the analysis sheet for the individual 
office comes in. The rating of the in- 
dividual office is determined by com- 
paring the percentage ratings of an- 
swers to the various questions with 
the average for all offices and also with 
those of the same office in the preced- 
ing year. The office showing the great- 
est improvement in employee relations 
during the year is awarded a 14 karat 
gold cup, known as the “President’s 
Gold Cup,” and the officer in charge 
receives an inscribed gold watch at the 
annual Autumn officers’ dinner. A 
short time later the president, togeth- 
er with other members of the general 
administrative board, comprising the 
eight highest officers of the bank, visit 
the winning branch and make a formal 
presentation of the Gold Cup. At the 
presentation the president thanks the 
employees and the officers for their 
outstanding accomplishment and in- 
vites them to attend a dinner party in 
celebration of the occasion. This din- 
ner party is ‘attended by the members 
of the general administrative board, 
the President’s Committee and every- 
one employed in the winning office. 
Undoubtedly one of the strongest 
selling points of the committee, in the 
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opinion of its members, is, in collo- 
quial language, ‘meeting with the top 
brass.”” This comment has been made 
repeatedly in the Committee’s visits. 
Having questionnaires filled out by 
employees is nothing new, but commit- 
tee members believe that something 
new in employee relations was created 
by having members of the top execu- 
tive group of the bank make visits and 
talk personally with all employees, thus 
providing a human touch to offset the 
common employee impression that top 
management is a faraway, impersonal 
group making decisions in an ivory 
tower. 

The question might well be asked, 
“What do bank employees ask for or 
complain about when they have a 
chance to talk directly to top manage- 
ment?” The answers may be surpris- 
ing to some. In the beginning (1947- 


‘48) the largest category was requests 


for new operating equipment. This is 
understandable when one recalls the 
wartime shortages of all kinds of me- 
chanical equipment and the immediate 
postwar supply which was far short 
of demand. There were numerous re- 
quests for improvement in rest and 
recreation rooms. Some employees 
prefer to bring their lunches, and in 
some offices lunchroom accommoda- 
tions were not available. The first year 
the committee bought 38 electric stoves 
and 37 refrigerators. Requests for bet- 
ter lighting and better ventilation, ex- 
pansion and rearrangement of work 
space have been quite numerous. On 
the human side, there have been occa- 
sional complaints like that of the young 
woman who felt hurt because the offi- 
cer in charge didn’t say “good morn- 
ing” to the staff members. 


AS the program succeeded? Top 

management at Manufacturers 
Trust Company is convinced that it 
has succeeded far beyond original ex- 
pectations, and the numerous requests 
it receives from other banks, large and 
small, for information about it con- 
firms this conclusion. That the morale 
of the staff has improved during the 
five years since the committee began 
its task is attested in the sharp decline 
in the number of requests (including 
complaints and suggestions) received 
from employees despite the substantial 
growth of the bank and its staff dur- 
ing this period. In 1951, with 109 of- 
fices and 26 Main Office departments 
visited—a total of 135—there were 
only 247 requests as compared with 
478 from only 76 offices in 1947. Dur- 
ing this four-year period the approxi- 
mate number of employees increased 
from 4,500 to 5,500. 




















KEEP TRAFFIC MOVING 


in your bank 


Your bank can serve more customers and serve them 
faster with Todd Register Check Money Orders. You 
know what that means: Increased profits—shorter lobby 
lines—less work for tellers— more prospects for a// your 
banking services. 

Todd Register Checks can be issued in less than 15 
seconds. There’s nothing for the teller to write—no stubs 
to fill in, no application forms to handle, no officer’s signa- 
ture required. Pre-numbered, triplicate snap-apart forms 


give the complete control that bank auditors demand. 

Get all the facts about Todd Register Check Money 
Orders. Find out how easy and profitable it is to handle 
this new type remittance check. We supply sales aids, 
advertising material, operations manual. Mail the coupon 
now. 


THE TODD COMPANY, Inc., Dept. BCH, 
Rochester 3, N. Y. 


Register Chéck Money Orders. 


Bank 


Please give us full information regarding the new 
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ployee Relations at Manufacturers SALES OFFICES IN - 
Trust Company, after more than five 
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started as a pioneer, looks forward to 
constant improvement and refinement 


new requirements for information as 


of its methods and technique and to 
increasing importance in the general 

, management picture. Questionnaires 

be * are revised from time to time to meet 

ee indicated by the questions, comments 

and requests of the employees and by 

changing times and conditions. The 

extension of the scope of the commit- 

tee’s activities last year to include the 

26 Main Office departments was indic- 

ative of the high regard of President 

Flanigan for its work. ' 

One account gives you With over 100 banking offices serv- 
a correspondent in ing over one million customers in all 





six principal cities. walks of life, Manufacturers Trust 
Company is in a particularly favorable 
position to benefit from improvements 
. A ba ‘ y ‘ y in the quality of its service to the pub- 

TH K BAN K Ok \ IRGIN 1A lice which result, almost inevitably, 
from improvement in the well-being 
and morale of its employees. Converse- 
ly, its business would be more than 

RICHMOND ordinarily vulnerable to any deterio- 
ration in employee relations. That is 

PETERSBU RG NORFOLK why the work of the President’s Com- 
mittee is regarded as being so impor- 

ROANOKE tant to its future. Management rea- 


NEWPORT NEWS PORTSMOUTH lizes that “good employee relations pay 


the biggest dividends.” 





Member Federal Deposit Insurance Corporation 
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(CONTINUED FROM PAGE 33 
— consider... Mr. President! 


the speed of communicating with customers! 





are maintained in the Christmas Club 
cage throughout the year except for 
the period in November when the ac- 
counts are being paid. At that time, 
tellers’ windows are set up for the dif- 
big ferent club classes, suitable signs 
It's faster... cheaper... ait el | erected and the signature cards for 
bd) aa aS Tate a | the classes moved in. 

MECHANIZED....with io). “an Fa Sah These arrangements are in line with 

ni Ss % Bi: our policy of paying accounts in cash 

: tndy > instead of by check. We have two rea- 
INSERTING ae | a. ‘ g sons for this. First, it brings the two 


on operations of paying consummated ac- 
MAILING counts and opening new accounts to- 
4 gether. We can invite customers to 


{| open new accounts and sign signature 

MACHINE 7 3 cards while they are at the tellers’ 

' ' windows receiving their payments. 

A letter, Mr. President, is your link with the world. MAILGINEERING CASE HISTORY #33 All tellers can open accounts in . all 
wkiog 3 classes, so that changes in classes are 


The quicker it goes, the better the response. The The Cambridge Wire Cloth Co., Cam- readily handled. Second, it provides 
simplest way to speed mass mailings as you cut ae en customers with the opportunity to de- 
— es a Sa has approximately posit all or part of the funds received 


a single piece of equipment that does the work of Pi . 35,000 names. This . is . 
i chine does the in regular savings accounts, while they 


a squad of clerks—cuts costs 4/Sths. A test run of , SSS iob for us in about are in the bank. Many do this and 
one of your own mass mailings will show you how Bi ay two days. It has it would be our estimate that some 
: caer) been of real serv- : 
I&M will save you money, let you use enclosures , Ml ice to us... is twenty-five per cent of the amounts 
more effectively. Ask us about it. : r. doing a fine job.” paid remain with us. 
Thus, our Christmas Club program 
INSERTING AND MAILING MACHINE COMPANY, ruitirssurc new sersey carries out the bank’s policy of con- 
tinuing the promotion of thrift while 
we look for economies in its operation. 
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COUNTRY BANKING 


(CONTINUED FROM PAGE 38) 


up from what we learned from the in- 
dustry and from other banks. They 
are simple, and have proved effective. 
Many of the forms are either copied or 
adapted from forms long used by oth- 
ers. Some forms we have worked out 
for ourselves. 

We are particularly proud of an 
eleven-copy set that we use as the 
basis for our accounting entries on all 
installment loans. This is made up of 
the actual loan disbursement check, 
with a stub attached which goes to the 
dealer or the purchaser depending 
upon whether this is a dealer or direct 
loan; a sheet which becomes our file 
record of the loan; and, nine sheets 
which, by the use of carbon elimina- 
tions to fit the needs of each, supply 
the distribution of the various factors 
making up the total disbursement so 
that these components can be sorted 
and posted to the proper accounts. 





Most of our systems, as well as our | 


dealer-assistance items, are of conven- 
tional type and have been described re- 
peatedly by other banks in telling of 
their installment loan departments. 
They include such standard accessories 
as time payment charts, used-goods 
price manuals, charts and tables for 
calculating deals, and so on. We sup- 


ply the forms which the dealer and his | 
customer need for giving us the infor- | 


mation we require. 


HAVE gone into our farm equip- | 


ment loaning in such detail because 
it is typical of all our installment loan- 
ing operations. Our electrical equip- 
ment financing was promoted in much 
the same manner, is handled on the 
same forms where these apply and on 
closely related forms where some 
change is necessary. So is our auto- 


mobile and truck financing, including | 


floor-planning. In our maturity files, 
for instance, the only difference is in 
the color of the ledger cards. 

Thus far we have discussed only in- 
stallment paper originated through 
dealers. The reason for this emphasis 
is merely that more business can be 
put on the books through dealers than 
through direct loaning to the folks who 
purchased the merchandise. We have 
no prejudice against direct loans. We 
make a good many of them, and do 
our best to get more. We advertise our 
installment credit by a daily news 
broadcast which is made each after- 
noon from the lobby of the bank; Van- 
dalia has no daily paper, and we are 
thus able to beat the Vandalia page of 
a neighboring city’s daily by 24 hours 
on most items. We use envelope en- 
closures, print little reminders of per- 
sonal credit on any vacant space on 
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our other bank literature, and in gen- 
eral overlook no bets that we are alert 
enough to see. 

Our volume in the different classes 
of installment credit is great enough 


to warrant some subdivision and spe- 


cialization. One officer is in charge of 
dealer credit including floor-planning 
and has a full-time assistant. Another 
has personal loans and is assisted by a 
man who also handles farm production 
and farm real estate loans of moderate 
size. One outside man takes care of 
personal collection efforts when collec- 
tions require more than form letters, 
checks floor-planned inventories, and 





does other jobs outside the bank. All of 
the installment credit men make per- 
sonal calls upon the dealers from 
whom they draw business, to keep in 
contact and intercept any differences 
of opinion before these can become 
grievances. 

These men also used to call on other 
dealers to persuade them to bring 
their business to us. We are just a 
little regretful that this is no longer 
either necessary or feasible. We have 
so much installment credit already on 
our books that at times we have had 
to turn down some new dealers. In 
1949 we had $2,000,000 of total loans 
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COUNTER 


~~ FAST. Coun Sever 30 coins per second — 2000 per minute. 
1 ACCURATE. Positive-action mechanism CAN’T MISCOUNT. 


VERSATILE. Counts pennies, nickels, dimes, or quarters — 
continuously for bagging, or in stacks of 20, 25, 40, or 50 for 
packaging. Chagge in size or in count is made instantly by 


turning a knob. 


i PORTABLE. Light weight, small size make it easy to carry. You 


can use a Klopp 


i LOW COST. i 


oin Counter wherever you wish. 
d-operated Model D, only $212.00; motor- 


driven Model DE, $300.00, f.o.b. Plymouth, Mich.— federal ex- 
cise tax included — complete with reserve coin tray, 4 packaging 


tubes. 


i« GUARANTEED fhgjone year — and proven through more than . 


40 years of use. Over 10,000 now in service. 


Electric and manually-operated coin sorters 
also available. 


Full details on request. 


LiKE TO pad ONE? Use this coupon! 


See send me your Coin Counter Bulletin and complete 
information about your FREE TRIAL OFFER—with no 
obligation on my part. 
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HARTFORD, CONN ST. PAUL, MINN 


; If verification means EXTRA 

WORK and EXPENSE to you... 
then you'll like the ease and efficiency 
of our VERIFICATION MAILER. 


Combines verification notice and return 
envelope in a single unit. 


Verification Form slips into type- 
writer easily. 


Return envelope stays attached 
until used by customer. 


Entire unit mailed in window en- 
velope. 


WE HAVE FOUR OTHER VERIFICATION 
SYSTEMS TO CHOOSE FROM 
Send for complete kit 


CURTIS 1000 INC. 


CLEVELAND, O. 





ATLANTA, GA HOUSTON, TEX. 
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Curious? 
| UrioUus, 

Are you curious about Arizona— 

business-wise, water-wise, vaca- 

tion-wise, just generally? We'll 

take pleasure in answering your 

questions. 

Also-—our weekly comment 

“Business Trends in Arizona” is 

| yours for the asking. 


| FIRST NATIONAL 
| BANK OF ARIZONA 


HEAD OFFICE + PHOENIX, ARIZONA 
MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 













































BETTER SIGNS e 


LOWER PRICES 


Handsome, hand- 
chased, “equal to 
the finest,” cast 
bronze and alumi- 
num tablets and 













name plates at 
strictly competitive prices. 
Also makers of bronze, alu- WRITE 
) minum and _ stainless steel FOR 
doors, railings, ete. Famous FREE 
for finer quality for 70 years. FOLDERS 
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Dept. 36 Cincinnati 3, Ohio 
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cote, Ward- 
robe Racks, Locker 
Racks and Check 









SS 


An Answer fo every 
Wraps Problem 


Welded steel Valet Racks keep 
wraps dry, aired and “in 
press”...end unsanitary 
locker room conditions 

. save floor space—fit 
in ‘anywhere . . . Standard 
in all strictly modern 
offices, factories, hotels. 
clubs. schools, churches, ap re ri 

€ institutions iii 
weth,\or wherever 
|| there is a wraps 


problem. Write for Catalog No. 15 
VOGEL - PETERSON CO. 


Chicago 5, Ill. 














624 So. Michigan Ave., 








Whole departments have to worry 


Counting, wrapping in a hurry? 










use 
STANDARD 
Auto-Wrap 
Bill Bands 
Send for 
samples 


and 
prices 








STANDARD PAPER GOODS MFG.CO. 


WORCESTER 8, MASS. 
A complete line of Money Wrappers. 




















against $5,000,000 of deposits. On Sep- 
tember 30, 1952 we had $2,800,000 and 
$6,500,000 respectively. 

We classify farm production and 
business loans together. The substan- 
tial growth in this classification in re- 
cent years has been in farm production 
loans. Our farm loan man makes an 
on-the-farm inspection before making 
a loan to a new borrower, and he also 
visits every borrower’s farm’ at least 
once a year. The bank keeps a jeep to 
permit traversing even the worst roads 
in bad weather. After each call, he fills 
in an inspection report which includes 
an appraisal of the farm chattels that 
keeps us up to date. When the farmer 
wants a loan or an extension, we have 
facts to work on. * 

These activities in loaning have, of 
course, brought the bank a tremendous 
increase in business. We doubled the 
street-level space less than ten years 
ago, and five years ago occupied the 
entire basement under this frontage. 
Our total employment has gone up 
from 7 to 27, and we are pretty well 
expanded into the space we now have. 


OME of the uses that we make of 
our space might appear unorthodox 
to a city bank, but in our country town 
they are highly effective. For example, 
in the basement we have an auditorium 
that will seat 150 people without 
crowding, and a kitchen capable of 
cooking and serving perhaps 80 din- 
ners. These facilities are available 
without charge to local organizations 
for meetings and other functions. We 
have a microphone in the basement 
connected by leased wire with the 
nearest radio broadcasting station in 
a neighboring town, and this is used 
several times a week by farm and home 
organizations which provide public 
service programs for the people of our 
region. In front of our bank is a row 
of chairs for use by the general public. 
These provide a comfortable loafing 
place for downtown visitors to ex- 
change notes; they also serve the use- 
ful purpose of keeping folks from 
standing close to the building and wip- 
ing the rubber heels off their shoes 
against the limestone front. 

We do various other things to give 
our institution the friendly touch that 
is probably even more important in the 
country than the big cities. One ex- 
ample is that when an installment bor- 
rower completes his payments with a 
satisfactory record for promptness, 
we mail him a credit card which certi- 
fies that he has earned a high credit 
rating with this bank. Another is our 
children’s banking program, which we 
stimulate by an occasional Saturday 
morning movie, complete with one coke 
per child, for all youngsters who make 
a deposit that day. This is occasion- 
ally varied with a Saturday morning 
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gift which is well advertised but never 
described in advance. Once we set up 
a carnival-type ride all day Saturday 
in the bank’s small parking space be- 
hind the building; that day we had 308 
deposits from children, an all-time rec- 
ord for our bank. 

What of actual dollars-and-cents re- 
sults of all this bustle to make friends 
and lend money to people? We think 
that the results can be convincingly 
summed up in a few statistics. 

First, our statement totals have ris- 
en from $1,669,000 at the end of 1940 
to slightly in excess of $7,000,000 as 
this is written in October, 1952. Bank 
salaries are at least up to the standard 
for the community. Capital funds have 
increased from the end of 1940 when 
they stood: capital $100,000, surplus 
$32,575, undivided profits $30,418.27. 
At the end of 1951 these stood: cap- 
ital $125,000, surplus $125,000, undi- 
vided profits $100,595.33, reserves and 
unearned interest collected $157,782.- 
16. This change was accomplished in 
part with the sale of $25,000 par value 
stock for $50,000. Meanwhile the bank 
has earned another $215,419.85 which 
has gone into building and fixtures, 
increase in government bond values, 
and cash dividends paid. In brief, the 
operations for the past eleven full cal- 
endar years benefited the stockholders 
to the extent of $510,804.07. That is a 
far cry from the days when the bank 
was struggling to meet an annual divi- 
dend charge of $10,000. 
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MONTE CARLO 


(CONTINUED FROM PAGE 35) 


France. Charles died in 1357 and his 
son, Rainier II, later joined the French 
fleet with his galleys and together they 
raided and pillaged the English towns 
of Portsmouth, Dartmouth, and Ply- 
mouth and overran the Isle of Wight. 

The naval prowess of the Monegas- 
ques must have been well known in the 
14th century, because Boccaccio, who 
lived 1313-1375, makes the hero of one 
of his tales a famous pirate of Monaco. 
Fortunately, times have changed, and 
today Monaco is one of the best 
governed and safest places in the 
world to visit or live. 

An 18th century saying has it that 
“The chief object of foreign travel is 
to view the beauties of the Mediterran- 
ean.” This is probably as true today 
as it was then, and although Monaco 
has no monopoly of Meriterranean 
beauty it certainly has it in the most 
concentrated form of any place that 
can be easily reached. The textbooks on 
economics state that scenery is the 


cheapest of all national exports, and | 


that largely accounts for the prosper- 
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ity of this tiny community. 
To most people the name of Monte 
Carlo suggests gambling and the 


world-famous Casino. This is one in-° 


dustry that is a sad travesty of its 
many-hued past. The days of Russian 
Grand Dukes, English Lords and 
American millionaires throwing their 
money around while glittering crowds 
of socialites and parasites looked on 
came to an end with the opening of 
the First World War. High taxation in 
practically every country leaves little 
margin for the huge stakes of old. To- 
day the Casino looks as beautiful as 
ever from the outside, but the interior 


is tawdry and unattractive. Many visi- 
tors enter the place from curiosity, 
some risk a few hundred francs, but 
gambling is not what it used to be. 

The Casino and the Monte Carlo 
branch of Barclays Bank share in a 
paradox. One of the loveliest sub- 
tropical parks in the world is located 
in the center and only level spot in the 
town. The Casino faces one end of this 
park and Barclays the other. In other 
words, the temple of thrift challenges 
the temple of chance, and there is no 
doubt which is the best for the average 
man. 

Modern Monte Carlo was mainly 
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The Original Counter Pen 
May Be Had Either As a 


FOUNTAIN PEN or BALL 
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1. New Ball Point Unit inter- 
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2. Ball Pen ink is non-transfer- 
able and permanent. 


3. Ball Pen Unit has extra large 


4. Empty Changepoint Ball 
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BANK SIGNS 


IN DIGNIFIED BRONZE 


* * * 





Picture the name of your bank in en- 
during bronze ... the names of your 
personnel in desk plates of the same 
handsome metal. 

Let us show how we can give you the 
finest in signs, desk plates and bulletin 
boards af very economical prices. 

Send for free illustrated literature. 

* * . 


DESK NAMEPLATES 


SIZE ILLUSTRATED 2” x 10” 
ON BRONZE EASEL 











BARRETT | 
COST $7.50 
* * * 


"BRONZE TABLET HEADQUARTERS" 


United States Bronze Sign Co., Inc. 
570 Broadway Dept. BM NEW YORK 12, N. Y. 
































Interior of Banque Nationale pour le Commerce et L’Industrie 


Bulletin board quotes exchange rates, latest security prices 


| built after 1856, and is thus much 
| younger than the old town consisting 


of the fort, the palace of the Prince 
and many ancient buildings, locally 
referred to as “The Rock.” In former 
times the site of Monte Carlo was 


| covered with olive and lemon trees. 


The main road, in which most of the 
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bank branches are located, is the 
Boulevard des Moulins, or “street of 
the mills,” leading to Italy in the east 
and France in the west, on which 
ancient olive mills were once concen- 
trated. 

There is one feature in all the banks 
in Monte Carlo that would be thought 
peculiar in any North American bank. 
This is a bulletin board giving the 
latest prices of securities on the Lon- 
don and Paris stock exchanges, to- 
gether with the latest exchange quo- 
tations for the dollar and other 
currencies. The buying and selling of 
securities and the cashing of travelers’ 
checks and letters of credit are two of 
the principal sources of earnings for 
these banks. 

As a result of the high income and 
inheritance taxes which now prevail 
in almost every country in the world, 
it is natural that many people should 
seek means of transferring their capi- 
tal and income to such a favored spot. 
Whatever may have been the case in 
the past, international agreements 
have now made this almost an impossi- 
bility. The city is dominated by the 
Societe de Bains de Mer, literally, 
company for baths in the sea, which is 
the euphoniously named company 
which owns the Casino and leading 
enterprises associated with tourism. 
There is little room for outside enter- 
prises to seek tax advantages because 
of the small geographical nature of 
Monaco and because of tariff and other 
arrangements with France. 

So it is clear that those who have 
their money already in are lucky, while 
those who are outside looking in have 
rather dim prospects of sharing in 
Monaco’s advantages. 
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¢ Greater operating efficiency 







e Better customer service 


e Faster work-flow 










BEFORE MODERNIZATION 


provided your designer knows the banking business! 























Successful modernization calls for much more than improvements in 
physical appearance. Your new quarters should operate at peak effi- 
ciency, enable better and faster customer service, expedite work flow. 
Fixtures and equipment must be engineered to increase worker produc- 
tivity, save time and steps in every phase of operation. To achieve these 
important operational advantages for you, your designer must have a 
thorough knowledge of the banking business, and the ability to translate 
this knowledge into new quarters that are functionally efficient in every 
way. We know the banking business. We’ve been in it for 40 years. You'll 
find our experience, technical ability and skilled craftsmanship invalu- 
able to the success of your program. Write—or telephone us—today! 





AFTER MODERNIZATION: Third National Bank & Trust Co., Springfield, Mass. 


——_— 





Photos show how we created an additional 
floor in this bank without major struc- 
tural changes ... by lowering ceiling in 
main lobby. Entire program was based 
on a detailed study and analysis of the 
bank’s specific needs. 
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The late 

Herbert F. Rawll, 
founder of 
Christmas Club, 
A Corporation 














CHRISTMAS CLUB 
a corporation 


WILL AGAIN THIS YEAR PRESENT THE 


Herbert F. Rawll 


Memorial Awards Competition 


$10,000 IN AWARDS « 1ST AWARD $2,000 


HEADQUART 


RS 
teat ee > FOR Memae 


*: 
: we Ney? X20 


: Christ {mas. “any 


eee = SOV oE NS a0 oe. FOR THE BEST LETTERS ON THE SUBJECT 


SP BY THE INCORPORATED URGANIZATION CHRISTMA 
RIGINATORS OF THE CHRISTMA B PLAN 


PAYMENT "How Christmas Club and Financial Institutions 
aaa help me to obtain financial security’ 


The originators of the Christmas Club Plan will make 414 
THIS WEEK generous awards totaling $10,000 in cash to Christmas Club 
members in financial institutions using the services of 
Christmas Club, A Corporation. 

Competition begins November 15, 1952—closes January 12, 1953. 








A staff representative will be glad to give 


you full particulars on request. 


oe » : $< ‘gy «€ * 
hristnas anh Herbert F. Rawll’s faith in the ability of people to help 
themselves to financial security has been justified by the 


millions of Christmas Club members in the thousands of 
financial institutions that use Christmas Club as a vehicle 
FOUNDED BYsHERBERT F. RAWLL to promote greater understanding of the financial services 
230 PARK AVENUE, NEW YORK 17, N.Y. they offer to the public. 























BANK SIGNS 


IN DIGNIFIED BRONZE 


Picture the name of your bank in en- 
during bronze ... the names of your 
personnel in desk plates of the same 
handsome metal. 


Let us show how we can give you the 
finest in signs, desk plates and bulletin 
boards at very economical prices. 


Send for free illustrated literature. 


* * * 


DESK NAMEPLATES 


SIZE ILLUSTRATED 2° x 10” 
ON BRONZE EASEL 


COST $7.50 


* * * 
"BRONZE TABLET HEADQUARTERS" 


United States Bronze Sign Co., Inc. 
570 Broadway Dept. BM NEW YORK 12, N. Y. 









































Interior of Banque Nationale pour le Commerce et L’Industrie 


Bulletin board quotes exchange rates, latest security prices 


built after 1856, and is thus much 
younger than the old town consisting 
of the fort, the palace of the Prince 
and many ancient buildings, locally 
referred to as “The Rock.” In former 
times the site of Monte Carlo was 
| covered with olive and lemon trees. 
| The main road, in which most of the 








“Style C” 


Corrugated Paper—Hinged Lid 
150 Stock Sizes 


STRAYER 


EASY SNAP FILE BOX 


ALL STEEL Sliding Drawer 
1 STORAGE FILES 


INTERLOCK IN STACK—Vertical and 
Parallel Horizontal—AUTOMATICALLY 





° MADE ANY SIZE TO YOUR SPECIFICATIONS 


NO STACKING PARTS NEEDED 





We guarantee our transfer Files to please you or no cost to you in the transaction 








oe MAIL ORDERS TO ... 


THE STRAYER COIN BAG COMPANY, New Brighton, Pa. 


Manufacturers of BANK SUPPLIES Since 1914 


STEEL AND PAPER COIN TRAYS AND BOXES— 
COIN BAGS—LOCK-SEAL NIGHT DEPOSITORY BAGS—COIN WRAPPERS 


CURRENCY STRAPS—BANK SPECIALTIES 














80 sprinted in U. Ss. America 11-52 


bank branches are located, is the 


Boulevard des Moulins, or “street of FF 
the mills,” leading to Italy in the east ¥ 
in the west, on which FF 
ancient olive mills were once concen- 


and France 


trated. 
There is one feature in all the banks FF 
in Monte Carlo that would be thought 
peculiar in any North American bank. 
This is a bulletin board giving the fF 
latest prices of securities on the Lon- FF 
don and Paris stock exchanges, to- §) 
gether with the latest exchange quo- 
tations for the dollar and_ other 
currencies. The buying and selling of 7 
securities and the cashing of travelers’ [J 
checks and letters of credit are two of 
the principal sources of earnings for 
these banks. Bs 
As a result of the high income and 
inheritance taxes which now prevail 
in almost every country in the world, 
it is natural that many people should 
seek means of transferring their capi- F 
tal and income to such a favored spot. BF 
Whatever.may have been the case inf 
the past, international agreements 
have now made this almost an impossi- 
bility. The city is dominated by the 
Societe de Bains de Mer, literally, 
company for baths in the sea, which is 
the euphoniously named company) 


| which owns the Casino and leading 
| enterprises associated with tourismiy 
| There is little room for outside enter#y 
| prises to seek tax advantages becaus@iq 
| of the small geographical nature 0 


Monaco and because of tariff and othel 
arrangements with France. 

So it is clear that those who hav@ye 
their money already in are lucky, while 
those who are outside looking in have 
rather dim prospects of sharing 
Monaco’s advantages. 


Burroughs Clearing Hous 





